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The attractive store 
interior shown here- 
with is that of the 
Henry Lester Hard- 
ware Co., Inc., 


Rochester, N. Y. 





is past. The element of luck ° 
has been effectually weeded Ee: 
out of the business game to make cir i 
way for scientific knowledge and sound common 
sense. Guessing has been relegated to the scrap pile, 
and the business of buying and selling is rapidly at- 
taining a foundation of facts. Lack of live competi- 
tion was the only thing that allowed the old retail 
guesser to keep his place on the map, and under 
present-day conditions the dealer who guesses has 
about the same chance to survive as a snowball in 
southern Texas. If doctors and druggists used the 
system of the old-time hardware retailer there would 
be an undertaking establishment on every corner. 
Back in the old days, the retailer’s idea of buying 


Tis day of the old-time retailer 


Common Sense in Selling 


By 





The “Man Behind 
the Counter” is 
L. S. SOULE 
Western Editor, 
HARDWARE AGE 





was to put in a stock of what he 
Ss thought the people in his com- 
aN munity ought to buy, and then 

ii wait for the public to make good 

on his theory. Every year he laid in the same 
items that his father had sold and was highly in- 
dignant when a customer presumed to ask for 
something a little more up to date. Unknowingly 
he attempted to be the arbiter of hardware 
fashion in his community, with the result that 
a few wise men behind a catalog weaned away 
a good percentage of his best trade. He couldn’t 
see that the customers who wanted the latest 
items of hardware were in reality his best cus- 
tomers, since that desire to be progressive meant 
continuous buying. It also meant that they were 








At the left is a repair shop window display by 
Baker, Murray & Imbrie, Inc., 10-15-17 Warren 
Street, New York City. It reminds the observer 
that spring is here, and that his outfit may need 
overhauling. There’s an invitation that is hard to 
resist in the card leaning against one leg of the 
work bench, which reads: “Repairing to us means 
an opportunity to do creative work. To restore a 


gun, rod, racquet or golf club to its original serv- 
iceableness is an every-day experience with us, and 
there are j 


times even when a piece of equipment 








A Pair of ‘‘Common Sense’’ Early Spring Sporting Goods Window Displays 





_ leaves our repair shop better suited to your purpose 
' than the day it was brand new.’ 

At the right is another trim for the dull days of 
March, by the same house. Against a gaily striped 
background of bright-hued Navajo blankets these 
well chosen and artistically arranged specimens of 
outing apparel make a striking appeal to the 
passer-by. They make him realize that spring is 
unlocking the ice-bound trout streams, that the 
open season is approaching, and that it is time for 
all lovers of the “Great Outdoors” to get ready. 
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This interesting display entitled “On the French 
Battle Front” was recently shown in the store of 
H. W. Mills & Company, Passaic, N. J. It is th 
work of Harry Butterworth, director of window 
publicity for the company. Every article used in 
the display was taken from stock. These articles 





‘On the French Battle Front’’—Mill Supplies in Passaic Hardware Store 





consisted of steel pulleys, shafting and idler (used 
in the “French 75” cannon), shaft couplings for 
the shells, and steam fittings for the men, chair 
and war dog. The tent is of asbestos sheeting 
over lawn gates. This display attracted much 
attention in this live-wire Passaic store. 

















up to date in their own vocations and usually 
had the money to pay for what they wanted, 
but that also was beyond him. For a time he made 
money, because his competition was weak, but as it 
grew stronger he began to slip, and he has been 
sliding toward the rear ever since. 


Buying Should be Founded on Accurate Knowledge 


GOOD retail hardware buyer should know defi- 

nitely just what the people in his community 
want. He should know it as well or better than the 
customers themselves. Take the matter of ammu- 
nition, for example. Every sportsman who comes 
in to look for anything in the hunting line should 
be sounded out as to his preference in the ammuni- 
tion line—the size load, plain or chilled shot, pow- 
der, etc. This information carefully compiled will 
give the buyer an almost accurate knowledge of the 
proportions to adhere to in his future buying. It 
can be worked out on a percentage basis, and will, 
if adhered to in the buying, prevent overstocking 
in the slower-selling loads. 

A hardware store in the West rerently gave out 
samples of aluminum ware in the form of mixing 
spoons. Each spoon was handed out to the customer 
personally and accompanied with a talk on the 
advantages of aluminum. Each customer was asked 
whether she preferred granite or aluminum, and 
why. The answers were tabulated and the percent- 
ages figured. The estimated sales were then divided 
up on the percentage basis, with the result that 


their stock of both aluminum and granite ware is 
one of the cleanest that the writer has ever seen. 

Preferences can easily be determined on other 
lines, such as tools, stoves, oils, paints, etc., and 
the stock can thus be systemized to a point where 
there is very little dead stock. It takes time and 
hard work to be sure, but it means business safety 
and profit. 

When the United Cigar Stores Company contem- 
plates opening a new store, they put expert check- 
ers at the various corners to asceriain the number 
of men who pass every day. From that report they 
are able to determine almost to a cent the business 
a cigar store on that particular corner will do. 
Have you ever checked the number of people who 
pass your store daily? Have you ever checked this 
number against the average number of daily cus 
tomers? Have you then tried, through window 
display and show-card tests to increase the propor- 
tionate number of buyers? If not, you are still in 
the rut. 


Study the Different Types of Customers 


H AVE you ever made a careful study of the vari- 
ous types of customers in your territory, with 
the view of appealing especially to each type? Think 
them over. There is the day laborer, the mechanic, 
the store and office man, the farmer, the motor 
car owner, etc. Each type thinks along a charac- 
teristic line and buys as he thinks. The day laborer 
can usually be appealed to on the basis of cheapness, 
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since as a rule he has little money to spend and must 
make it go as far as possible. The mechanic must 
. be approached from the standpoint of quality, since 
- his work is of an exacting order and tends to make 
him exacting in the matter of equipment purchases. 
The-store and office man can generally be depended 
on to want up-to-date lines, such as novelties, 
sporting goods and similar lines. 

The farmer has been most consistently educated 
along mail-order lines and requires careful hand- 
ling. He is a prospective customer for more hard- 
ware of various kinds than possibly any type of 
customer, and his wants are mainly determined 
by the kind of farming in vogue in his commun- 
ity. It may be dairying, fruit growing, wheat 
raising, corn, poultry, stock, cotton or tobacco. 
Each would require a different line of hardware 
to meet the farmer’s individual problem. 

The motorist is, as a rule, in the market, not 
only for automobile accessories, but for sporting 
‘goods of the better type, and he usually is of the 
class that has sufficient money to satisfy his de- 
sires along these lines. In his case, it is well to 
know the proportion of light and heavy cars, and 
whether the preponderence of car ownership rests 
with the farming class or with the business ele- 
ment. 

It is also a good idea to know the proportion of 
women who trade in the store as compared with 
the men. Men are more apt to be influenced by 
‘an appeal to their business reasoning, since they 


Hardware Ave 


have more training along business lines. A man 
considers durability, strength, material, work- 
manship, reputation for quality, etc. On the 
other hand a woman is more easily influenced by 
color, form, fashion, opinion of others and like 
things. Don’t you see how an accurate knowledge 
of these types of buyers and the percentage of 
each in your territory will make your buying 
safer and increase your sales? A knowledge of 
your customers is just as essential as a knowledge 
of the goods you sell. 


Suggesting Other Sales 


HERE are many other things that a retail sales- 
man should know thoroughly in order to make 
the most of his opportunity, but in a short ar- 


ticle of this kind only a few can be mentioned. 


One of these is the suggesting of further sales to 
a customer who has just made a purchase. When 
a customer in a retail hardware store buys a hasp 
and staple, almost any salesman knows enough to 
suggest the purchase of a padlock, but many of 
them stop right there. 

Just take an inventory of the number of items 
that can be legitimately suggested to the pur- 
chaser of a common fish hook: There are the 
usual lines of fishing tackle, guns, ammunition, 
fish baskets, minnow pails, hunting clothing, 
rubber boots, camp kits, thermos bottles, canoes, 
boat motors and dozens of others. Do your sales- 
men try them all out? When they make the sug- 








This saw trim in the window of J. M. Kohlmeier’s 
hardware store, 1011 Third Avenue, New York 
City, was designed by the proprietor, J. M. Kohl- 
meier and carried out by John Reeke, tool sales- 
man, and F. W. Muller, mechanic. The _ back- 
ground consists of two large panels, one represent- 
:} ing day-light and moon-light. 

; The main center piece is a wind mill made out 
of roofiing. The flies are made of four twenty-four 
inch hand saws and are continually moving. In 








Dolls Play Important Part in Kohlmeier Saw Window Display 





front of the mill there are two lumbermen sawing 
a log with a two-man saw which is kept in motion, 
electric motor power being used. Benches with 
dolls dressed as carpenters and mechanics using 
the different kinds of saws including the butcher 
saw, band saw and circular saw for metal as well 
as for wood, are shown. Uncle Sam as well as the 
typical cow-boy of the West are also handling 
saws. The floor around each bench is covered with 
saw dust or steel filings as the case may be. 





























March 28, 1918 








The Union Hardware Company, Marietta, Ohio, 
writes: “The aluminum ware sales made by our 
store have increased the past year quite exten- 
sively. We think part of this is due to the high 
price of enamel ware, while the advance has not 
been so sharp on aluminum ware. 
aluminum ware a very nice addition to any kitchen 


Oa sae ote cop : u 
ih a Ad A ( 
oN ioeta: saa8ds 


aa Yo 4 








Putting Aluminum Ware in a Room by Itself Increased Sales 
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furnishing department, and very profitable provid- 
ing you handle the very best grade that you can 
obtain. Having this department in a room by it- 
self has increased the sales, as our customers can 
get most anything they like in the line out of this 
department. Grouping the goods increases sales 
by way of suggestion.” 
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gestion of a further purchase, do they time that 
suggestion? Do they know that investigations 
prove that the suggestion should come within 
from eight to twelve seconds after the completion 
of the first sale, and before the money is sent in 
and the change returned? If it is delayed until 
the customer has received his change and is ready 
to depart, in nine times out of ten the suggestion 
comes too late. The customer does not want to go 
through the whole sales routine again and is be- 
yond the receptive mood. Do your salesmen know 
that the suggestion should not come until the orig- 
inal purchase is made? If a man asks for a fish 
hook and the salesman immediately remarks, 
“Wouldn’t you like to look at a nice rod, also?” it 
gives the customer an impression that the first 
purchase is not appreciated—that he is being 
spurred on to spend more money. It angers him 
and kills future sales. These are facts upon which 
sales are built and business increased. 


Other Facts That Put Money in the Cash Register 


N closing there are just a few more facts that I 

want to bring to your attention, as they bring 
in the use of sound common sense in the selling 
game. The first deals with the trimming of sales 
windows. Build you selling displays around the 
principal items shown. Place your show card in 
the right place and at the right height to be read 
easily, and make the wording brief enough so the 


card can be read at a glance. The next is in regard 
to department. Have your stock departmentized 
so far as possible, with signs over the separate 
departments. Have it so the customers get in the 
habit of automatically going to a certain depart- 
ment for certain types of goods. In your adver- 
tising use a fixed kind of border and have the 
firm name always appear in the same style and 
kind of type. It makes your advertising distinc- 
tive and impresses it on the public mind. Have 
a store color and use it wherever possible. The 
public soon comes to know that the yellow de- 
livery car at a neighbor’s gates means a purchase 
from Brown’s Hardware. 

Last but not least, don’t allow salesmen to argue 
with customers. Whenever a sales talk develops 
an argument, switch to some other line of talk 
and keep off the dangerous ground. 

There is so much to this common sense method 
of selling that it could be discussed for hours, but 
I don’t want to bore you. Besides there is enough 
here to put thought wrinkles in your forehead 
and to fill up all the space the Boss allows me. 
You may not agree with me on all the things sug- 
gested, but they have all been tried out and if 
you are a good sport you will at least give some 
of them a trial. 


Yours for Common Sense in Selling, 


THE MAN BEHIND THE COUNTER. 
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ATRIOTISM and 
P increased service 
in all manner of 
war work was coupled 
with a desire for 
greater business co- 
operation at every ses- 
sion of the seven- 
teenth annual conven- 
tion of the California 
State Retail Hard- 
ware Association, held 
in San _ Francisco, 
March 12 to 14. The 
meetings held in the 
Palace Hotel were well 
attended and enthusi- 
astic. The convention 
opened with a meeting 
of the executive com- 
mittee at 9 a. m., 
March 12; then at 10 
o’clock President John 
P. Maxwell called the first regular meeting to order. 
Following Mr. Maxwell’s address, L. R. Smith, sec- 
retary, read his report, which showed a year of 
sturdy accomplishment for the California Associa- 
tion. 

At the Tuesday afternoon session, George F. 
Eberhard, president of George F. Eberhard Com- 
pany, delivered an instructive and helpful address 
on “Recent Marketing Developments.” Mr. Eber- 
hard was followed by Charles H. Victor, who spoke 
on “Stock and Sales Records.” Then followed gen- 
eral discussions of the following subjects: “Gross 
and Net Profits,” “Comparative Cost of Doing Busi- 
ness During the Years 1915-16-17,” “Stock Turn- 
overs.” The evening meeting on Tuesday will never 
be forgotten by any hardware man who was lucky 
enough to be present. 

The fact that this is California’s first war-time 
convention brought Captain F. L. Goord, London 
Regiment, British Army, under the program at the 
smoker and entertainment held in the convention 
hall. Captain Goord, who was scheduled to speak 
on the subject “Experiences At the Front,” told in 
an intimate way some stories of trench life in 
France which deeply stirred every hearer. In fact, 
the hardware men of Northern California were 
roused to such a pitch of patriotic devotion that 
man after man leaped to his feet and confessed that 
he had not thus far done his full part to win the 
war, and announced his determination to “give till 
it hurts.” 





John P. Maxwell, retiring 
president 


Spontaneously 


pre teanagte had the speaker concluded his reve- 
lations of German brutalities with the cry of a 
newly widowed French mother as she held her little 
boy up to his father’s comrades: ‘Thank God, I 
still have a son to give to France!” than Andrew 
Carrigan, vice-president of the Dunham, Carrigan 
& Hayden Company, was on his feet, solemn-faced 
and tense. He said: “I thought I’d done what I 
should with our boy gone, but I haven’t started to 
give. I’m going out of this room resolved to sacri- 


fice and give till it hurts.” 

As Mr Carrigan strode out, amid fervent ap- 
plause, Alexander Hamilton, president of the Baker 
and Hamilton and Pacific Companies, took the floor 





Patriotism in 
Coast Meeting 
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and exclaimed: “We'll 
wake up when thou- 
sands of families from 
here have lost their . 
sons. Then the I. W. + 
W. and pacifists will © © 
be put where they be- 
long, and a firing 
squad will take care 
of them. We ought 
to come to that soon.” 

G. A. Gutman of 
Willows said: “We 
must do our utmost— 
‘do your bit’ is out of 
date. Subscribe all 
that you can afford 
for Liberty Bonds— 
make the difference 
out of savings.” 

“It is sacrilege to 
talk lightly after hear- 
ing what Goord told 
us,” said Ralph Brown, president of the Ralph 
Brown Hardware Company, the next speaker. 
“T am so affected that when I think of what little 
I have done I feel ashamed of myself. I have done 
what I thought I could—but many of us have not 
done all we could.” 

Captain Goord’s address dealt with German out- 
rages 0m women and girls, old men, little children 
and defenseless and wounded prisoners which he 
himself actually saw during two years at the front 
—at Messines, Ploegsteert and Houplines. 

Earlier Samuel Breyer, a “‘four-minute man,” had 
warned against Germanism among us as a danger 
to democracy and Eustace Cullinan had explained 
that personal sacrifices are needed to produce funds 
for purchasing war savings stamps. 





D. A. Madeira, retiring vice- 
president 


Wednesday’s Meetings 


b ipee first subject on the program Wednesday 
morning was a review of arrangements that 
had been made with the Pacific Gas & Electric Com- 
pany for the sale of gas appliances through the 
hardware dealers. This was followed by a discus- 
sion of general business problems and especially of 
problems confronting the dealer who sells farm im- 
plements. 

The Wednesday afternoon session was opened 
with an address by Robert Lynch, vice-president and 
manager of the San Francisco Chamber of Com- 
merce, on “Benefits To Be Derived from Co-opera- 
tion and Association Work.” The address of Mr. 
Lynch was followed by a joint open meeting in which 
jobbers and retailers both took part. 

Wednesday evening an informal dinner dance was 
given in which were included addresses by several 
prominent men on subjects of general interest. The 
Thursday morning meeting was given over to the 
closing up of the convention business. , 

Thursday afternoon the hardware men and ladies 
enjoyed an automobile ride to Golden Gate Park, 
Ocean Boulevard, San Mateo County, Camp Fremont 
and Stanford University. 

The following officers were elected for the coming 
year: Max M. Brown, Charles Brown & Sons, San 
Francisco, president; A. B. McWhorter, Fresno, 
second vice-president; Frank. A. Rittigstein, Oak- 
land, treasurer; L. R. Smith, secretary. 


















STRIPPING TO WIN—NOW 


- INETEEN EIGHTEEN may have stretches of dark- 
ness and ascents so steep that only the stout hearted 
can mount to the summit and view the light. 


A greater struggle than has been known in the history 
of the world shakes the nations. Our country calls 
upon us to make those sacrifices which may be neces- 
sary to set and keep the world at peace. And who 
can say at the threshold of the year how ¢great those 
sacrifices may be ? 


Are we ready? Is the inner temple of each one of us 
swept and in order? Or are our physical and mental 
habitations tricked out with all the useless litter which 
we have been accumulating in the fat years of peace ? 
Will we wait for national necessity or governmental 
compulsion to make us clean up, one room at a time; relinquishing with 
difficulty and complaining the customs of our past ? 





Or will we ourselves strip to the essentials of living in an age of tremen- 
dous national effort? Are we prepared to take our whole share of the 
burdens to be laid upon us, those just burdens increasing in heaviness ? 


Dependent upon the response which each one of us makes are the preser- 
vation of our form of government, and the ultimate peace and safety of 
us all. 


Placed upon one pair of shoulders, this responsibility would be over- 
whelming. Equally distributed among millions of upstanding citizens, it 
can be borne successfully. 


May this dark year then bring us a steadfast strength of purpose, a clear- 
ness of vision to see beyond present distress and that quietude of spirit 
which comes from the consciousness of faithful effort. 


So shall we preserve our own freedom and aid other peoples to their 
independence. 


And we shall be better Americans. 
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and Wichita 


The Answer to ‘‘ But What of the 


Future ?”’ is a Battery of Sky-scrapers, 
Office Buildings and Stores, All 
Backed by Local Capital 


And Al' the Time 
Hardware Men Are 
Selling Everything 
from Plated 
Spurs for Cowboys to 
Manicure Sets 


Silver 


F you really want to learn things, especially 
| things that are worth while, I know of no plan 
so effective as seeing them for yourself. So in 
much wandering to and fro on the face of the coun- 
try I also found that the acquisition of knowledge 
is hastened and assisted by converse with those ele- 
mental people who are always up against the unre- 
vised and unexpurgated facts of every-day exist- 
ence, and who consequently know things first hand 
and not by report. This is why I spent most of 
my time, when in Tulsa, learning the real meaning 
of the great boom in oil from retail hardware deal- 
ers and from traveling salesmen. 
One of my informants, a hardware merchant, was 
especially loaded with facts and statistics and de- 


ductions therefrom to the Doubting Thomas, to ' 


whom Tulsa is an Aladdin’s Palace built overnight 
on the unsubstantial basis of an oil lamp. 

It was obvious enough that Tulsa was booming. 
The building that was going on, the infinite num- 
ber of automobiles, more per capita than any other 
city in the country, the unending swarms of people, 
were concrete evidences of prosperity that no one 
eould gainsay. 

“But what of the future?” I said to this hardware 
man. “Even oil wells are not continuous perform- 
ances and give out after a while. Is it not true that, 
so far as new prospecting and new production in 
the immediate Tulsa field are concerned, Tulsa’s 
activity is already ‘over the top,’ and that her main 
dependence now is upon the already flowing wells?” 

The answer I got to such queries was the story 
of enormous skyscrapers, stores and office buildings, 
all backed by Tulsa capital and Tulsa men, whose 
investments gave evidence that they felt Tulsa’s 
prosperity was not an ephemeral thing of to-day, 
nor yet a house built upon the sand. 

There are more bank deposits per capita in Tulsa 
than in any other city in the country. One bank 
alone has $25,000,000 in deposits, and Tulsa has 
only 70,000 people. Tulsa capital is largely in- 
vested in the great oil producing fields of south- 





The New Eldorado of The West 


A Hardware Man Talks to 
Hardware Men in Tulsa 
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eastern Kansas, of which more anon. Tulsa’s cap- 
ital seeks to make Tulsa the first city in Oklahoma, 
and the controlling center of all those oil fields. It 
is Tulsa’s capital that is piping oil from distant 
fields to Tulsa, for she has day dreams that she 
seeks to crystallize in the shape of great refineries. 
The city itself is a curious commingling of the 
primitive and the over-civilized. There are plains- 
men and ranchmen, manicure girls and near-healers 
who cure by suggestion and absent treatment. 
There are negro shanties and movies with five-reel 
thrillers. 


Hardware Sales 


HE very busy hardware dealers sell everything 
from silver-plated spurs for cowboys to manicure 
sets. Their trade comes from the drilling and pros- 
pecting rather than from flowing wells. Drilling 
wells means using up a lot of lumber, steel casings, 
tools and implements and the like. 

When you strike oil, there are few supplies to be 
bought, few hands to employ, and very few things 
in the hardware line to buy. The job of the pro- 
prietor then consists in wondering how long his 
well will hold out and in buying Liberty Bonds by 
the half bushel, dry measure. For among the things 
of which Tulsa is most proud is the way in which 
it “cleaned on” all the cities of its knowledge and 
acquaintance in the proportion in which it sub- 
scribed to Liberty Bonds. Formerly a little town 
of a few thousand people, only a comparatively few 
years ago a mere station on a trunk-line road, living 
principally upon the farming industry of the great 
Oklahoma prairie which hedged it round about, it 
is the type of many another American city, which, 
partly by chance, and much more by its own enter- 
prise and initiative, grew overnight into a real 
city, with all the consciousness, local pride, wealth 
and quickly acquired cosmopolitan feeling of a real 
city in contradistinction to the pretense and blind 
fatuous pride of an overgrown town. 

Northwestward, a night’s journey from Tulsa, are 
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the great oil-producing fields of Southeastern Kan- 
sas, where you get in close touch with that wealth- 
producing marvel of nature which makes King 
Midas and his golden touch seem like a piker. Great 
“pools” of oil, always in the sand, lie from 2500 to 
3000 feet deep in geological formations known as 
“anti-clines,” whose surface indications are difficult 
of description, but often easy of recognition. The 
scenery is that monotone of rolling prairie so char- 
acteristic of the Sunflower State. 


How They Do It 


ICHITA is the head and front of the industry 

for the oil fields that lie within 20 to 30 miles 
around Augusta, El Dorado and Towanda. You 
form a company composed .of some real money,, 
enough for your purpose, more water and still more 
expectations. You negotiate a lease for a year with 
some land owner, usually a farmer, invest most of 
your money in a “rig,” or drilling apparatus, which 
costs $30,000 and upwards, mostly upwards, and 
then wait for three to four months while the drill- 
ing goes on. Mayhap you strike a “duster,” or dry 
well, mayhap you strike oil. The chances are fifty- 
fifty either way, though I did hear of one company 
which sank thirteen consecutive wells in a most 
promising spot, and every well was a “duster.” That 
company is still broke. 

But there are others—the ‘“Trapshooters,” for 
instance, for every well is named. Among the orig- 
inal promoters there were several who did not have 
anything. But that was some time ago. Now they 
are synonyms of predatory plutocrats, with the 
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“There are more bank deposits per capita in Tulsa 
than in any other city in the country” 











F 
=~ 2 ~ ba = 
=z ns 
ae * SE 
a a oe = ~ 


“predatory” deleted. For you must know that a 
flowing well may produce anywhere from 10 to 
20,000 barrels per day. Also oil now is $2 per 
barrel. If you strike a “gusher” and do not have 
to pump, you do not know what to do with your 
money. So there are a growing number of Wich- 
ita’s inhabitants who struck oil somewhere around 
there and blew in some of their money in building 
palatial habitations in Wichita. 

It is not, however, as easy as it looks. The ma- 
terial for a drilling apparatus is usually very hard 
to get. Also this is true—and worse—of steel cas- 
ings to line the hole the driller makes. Second-hand 
casings, taken from the hole made by the driller, 
always command a high price, because they can be 
had promptly. Labor is scarcer than anything else, 
and consequently commands a high figure. If you 
get a “duster” you have only your rig and your lease 
left. Also the best experts and geologists “gang aft 
a-gley” as to where oil can be found. But, neverthe- 
less, it is not safe to stay around Wichita long, for 
it is the greatest gamble extant. 

It has Wall street distanced, for in oil you have 
some chance for your money. Nor do you lose all 
of it, as is the way with Wall street lambs. For 
you are gambling with fate, and if you hit it you do 
not worry any more about the high cost of living. 

The oil fields mean much to Wichita and give it 
much business. They have helped to make up for 
the burnt-up corn crop and the winter-killed wheat. 
Especially have they benefited the retail hardware 
dealer. 

So neither Wichita nor the oil fields are worrying 
about the morrow. 


The oil fields mean much to Wichita—they 
have helped to make up for burned up corn 


crops and winter killed wheat. 
helped the Hardware Man. 


They have 
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Adventures in 
Hardware Shopping 


The Shopper Looks for a Razor 


By FRANK FARRINGTON 


4 


I used it I kicked myself for having once more 
forgotten to get a new one. 

At last I concluded it was necessary to take rad- 
ical measures to aid my feeble memory, so I re- 
solved to let my beard grow until it would remind 
me when on the street that I was without a shaving 
tool. Even that method did not work for four days 
and I don’t know how much longer I might have 
gone on raising a beard but for the fact that on 
the street I met a girl I know on the way home the 
fourth afternoon, and she did not recognize me. 
I don’t know yet whether she just did not know me 
or whether she thought I had turned tramp and 
did not deserve recognition. 

It happened that I met her just in front of the 
hardware store where I had been mentally planning 
to buy my razor. This decision, I might say, was 
due to the fact that there was in the window of 
that store a very neat sign, reading, “High Grade 
Cutlery,” and I had seen it so many times that I 
thought of that store whenever I thought of cutlery. 
I had even made several purchases there in that 
line. 

I went right in after that girl cut me on the 
street, and a very dapper-looking clerk walked up 
to me, evidently priding himself on his businesslike 
manner. He was so very businesslike that I almost 
hesitated to ask him to sell me anything. 

“T’d like to see some razors,” said I. 

“Safety or plain?” he asked. 

“Show me both,” I requested, apologetically. 

“We don’t keep razors,” he said, as if that ended 
the matter. 


i we old razor was played out, and every time 


Clever, Wasn’t It? 


SUPPOSE it should have ended it, but I was a 

little peevish over that “safety or plain” inquiry 
of his, because I could see that if I had mentioned 
just one kind, he would have said they didn’t keep 
that kind and he would have said it in a way that 
would have made me feel that no true gentleman 
would think of buying that sort of a razor, that 
they were all out of date. 

So I persisted: 

“Why, you have a cutlery sign in the window and 
I’ve bought knives here. I supposed razors always 
went with cutlery.” 

“We used to keep them, but we don’t any more. 
They wou!dn’t sell?” 

I couldn’t refrain from inquiring rather caustic- 
ally as I went out, “How did you get rid of them 
if they wouldn’t sell? This store never gave any- 
thing away.” 

I didn’t wait to hear his reply. I don’t find any; 
fault with that store for not keeping razors if they 
didn’t want to, but what in Sam Hill was the use of 
his trying to put me in wrong. I hate that attitude 


in a man behind a counter, and yet I find such fel- 
lows every now and then. 

Well, I knew of another hardware store where 
I had seen razors in the window, so they must keep 
I went right there, whiskers and all. A 


them. 
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“And she did not recognize me” 


good-natured-looking chap was behind the counter 
by the door. I asked to see razors. He looked me 
over as he started to get the goods. “Going to give 
up trying to raise a beard?” he asked. 

He said it for a joke. I like a joke as well as 
anybody, but I don’t care to have a stranger guy 
me about my looks. Perhaps it was my own fault 
that I looked so seedy with four days’ whiskers on 
my face, but that didn’t make the joke set any bet- 
ter. I made no reply to his question. I don’t know 
that he expected any. 


Had the Safety Habit 


HE opened the show case and laid out several 
razors, naming the prices as he laid them down. 
There -were no safety razors among them, and | 
have the safety razor habit, and that was what. | 
wanted. I wondered if here was a clerk who 
thought safety razors were effeminate. I don’t 
know what there is about some clerks, but I have 
found several who seem still to cling to the idea 
that a safety razor is a sort of joke for a regular 
man. I almost hated to say safety razors to this 
clerk, but I did, and I needn’t have been afraid of 
him. Razors were all alike to him. He had handed 
out the others first because they were the easiest 
to reach. He was that kind of a clerk. 

He had two kinds of safety razors. I had never 
used either of them, but I knew one of them by 
reputation and knew it was all right, and, in fact, 
I was prepared to name it as a close second choice, 
but I didn’t get a chance. I asked if they had any 
of the kind I had been using. 

“Oh, no,” said the clerk. ‘We don’t keep those. 
You’ll find them in the drug store next door,” and 
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I’ll be hanged if he didn’t begin putting the stock 
back into the case. 

There was nothing for me to do but go out, and 
I went, but, however friendly I might feel toward 
the drug store next door, I wasn’t going to be picked 
up metaphorically by the nape of the neck and 
thrown in there to buy a razor. I had set out to 
buy from a hardware store, and I determined to do 
it or let the whiskers grow. 


And I Liked Him 


Tt was a little hardware store just around 
the corner off from Main Street and out of the 
shopping section. I knew the fellow who ran it and 
I liked him. I would go there, I decided, though I 
didn’t think he kept razors. 

He was busy selling a range to a man and his 
wife when I went in, and his only clerk, a boy about 
high-school age, met me and the boss bowed to me 
from back among the stoves. The boy was polite. 
He said, “Good morning, sir!” and he accompanied 
it with a pleasant look. As I hesitated, he contin- 
ued, “Did you want to see Mr. Parlin? He will be 
busy for a few minutes, but perhaps I can show you 
something while you wait.” 

I could see the sprouts of salesmanship sticking 
out all over that boy, though it was plain that he 
was new at the business. He was anxious to be 
of some use. I told him I would look at some safety 
razors, while I waited for the boss, if they had 
them. 

I found the razors before he did, but he was not 
long in getting them out, and he did not throw out 
one of a kind. He didn’t know any better than to 
get out several of each style. It is a relief to find 
a clerk once in a while who doesn’t try to see how 
few goods he can handle and yet make a sale. I sup- 
pose this boy may get over his enthusiasm and 
energy some day, but if he doesn’t he will go a long 
way. 

It is always a satisfaction to see several of a 
kind, whatever you are buying and even when all 
are supposed to be alike. The customer isn’t as 


“When you want to give a boy something” 





“1 took my time in looking over the razors” 





























ready to take it for granted that there is no differ- 
ence in the different articles of the same model as 
the dealer is, and if the customer wants to pick out 
the one he is to buy, why shouldn’t he be allowed to 
do so? 

I took my time in looking over the razors. They 
had the sort I wanted, and I picked out the one I 
wanted. It was worth while to see the pleased look 
on the face of the boy when I took one of the best 
ones, and I took pains to draw out his ideas on the 
subject and apparently to yield to his influence. 

He was wrapping up the package when the boss 
bade his customers good-bye and came and spoke 
to me. As he stood there casually replacing some 
of the razors in the case, he asked. 

“What do you do with your old blades?” 

“Oh,” said I, “I have them in a box. I’ve thought 
that some day I would send them to one of these 
houses that advertises to sharpen them, but I never 
get to it.” ' 


Old Blades 


“ FELT that way about it for a long time myself,” 
said he. “I thought I didn’t have time to 
sharpen the blades either. But one day Ed Mark- 
ley came in, and you know he is about as busy a 
man as there is in town, if you don’t count two or 
three fellows who think they are busy and aren’t. 
He wanted to get a strop for safety-razor blades 
and I showed him one of these double-faced honing 
strops,” and Parlin took one out of the case. “He 
bought it and took it away. I didn’t say anything 
about what I wondered, and that was how he could 
find time to hone razor blades when I couldn’t, but 
I gave it some thought, and one day, when he was 
in, I asked him when he found time to hone razor 
blades. ‘Why,’ he said, ‘I had a box full of them 
and I fixed up a bunch every Sunday morning until 
I had them all sharpened, and it didn’t take much 
time, either.” That’s a dandy strop. It puts a bet- 
ter edge on those used blades than they have when 
they come new.” 

I took the strop in my hands and asked some 
questions about it, and got the information I asked 
for and some besides, and of course I bought. 


(Continued on page 73) 
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Manhattan and Bronx Annual 


oe Manhattan and Bronx Hardware and Supply 
Dealers’ Association held its annual meeting 
March 21. After feeding ‘the brute” the regular 
order of business, reading of the minutes, reports 
of officers and committees, election of officers, etc., 
was put through in rapid-fire order. 

The question box brought out the spirit of the 
evening, discussions being held on Saturday early 
closing and daily lunch hour closing, income tax, 
en which Jos. F. Gleason gave an interesting talk, 
the necessity of a stock inventory and of knowing 
overhead expenses. Messrs. Nerge, Instone, Tilson, 
Kohlmeier, Blum, Abbott, and others, took a lively 
interest in the debate. 

The meéting was well attended, more than 50 per 
cent of the members being present. 

These hardware men get together each week to 
bowl. All are welcome any Wednesday evening at 
the same place, Eighty-fifth Street and Lexington 
Avenue, at the M. & B. H. & S. Bowling Club. 

The following officers were elected for 1918: 
President, C. A. Bruhns; vice-president, Harry 
Douglas; secretary, John Gear; treasurer, Frank 
P. Van Riper. Board of directors, W. A. Schley, 
P. F. Reilly, 1918; Fred Hepp, Arthur Shimmell, 
1919; A. Maretzek, Frank Becker, 1920. Member- 
ship committee, Frank P. Van Riper, Joseph Ringler, 
C. H. Tilson, Joseph Silverman, Joseph J. Schlesin- 
ger, John F. Mason, R. W. Zundel. Finance com- 
mittee, Chas. Eberhard, Geo. Pfaff, James Gear. 
Delegates metropolitan district, Albert Maretzek, 
James Gear, Arthur Shimmell, Geo. Pfaff, John M. 
Kohlmeier, C. A. Bruhns. Advisory board, John M. 
Kohlmeier, Jas. P. Instone, Jos. F. Glesson. 


Hardware Club Annual Meeting 


6 een twenty-sixth annual meeting of the Hard- 
ware Club of New York will be held on Thurs- 
day, March 28, at 1 p. m., in the rooms of the club, 
253 Broadway, for the election of five governors to 
serve for three years, the election of two governors 
for one year, and for the transaction of such other 
business as may be brought to the attention of 
the members. The polls will be open from 1 to 
1.30 p. m. 


Johns-Manville in Tacoma 


HE H. W. Johns-Manville Company have opened 
a new branch office at 1015 A Street, Tacoma, 
Wash., for the better service of the shipbuilding and 
allied interests, as well as the constantly increasing 
number of manufacturing plants. A complete stock 
of asbestos packings, molded and in sheet form, and 
other Johns-Manville power-plant specialties is car- 
ried at the new branch. 


Glidden Buys Coast Business 
“THE Whittier-Coburn Company, for many years 

manufacturers of and dealers in paints and oils 
in San Francisco, has been absorbed by the Glidden 
Company of Cleveland, Ohio, and is to be conducted 
hereafter as a California subsidiary, under the 
name of the Glidden Company, according to an- 


Hardware Age 


nouncement by A. D. Joyce, president of the Cleve- 
land concern. 

The San Francisco business includes a factory at 
Seventh and Hooper Streets and a wholesale house 


at 310 Howard Street. Alexander Sclater, up to 
March 1 a vice-presidefit of the Union Oil Company, 
was yesterday named vice-president of the Glidden 
Compa.iy and general manager of the local house. 
W. B. Weir, president, and W. J. Weatherley, secre- 
tary of the Whittier-Coburn Company, are to retire 
from the business and devote themselves to other 
interests. 


Lacey Joins Premier Company 


Ts Premier Electric Company 
of 4032 Ravenswood Avenue, 
Chicago, has appointed Bob La- 
cey general sales manager. Mr. 
Lacey is widely known among 
the trade because of his connec- 
tion with the marketing of sev- 
eral well-known accessories. Un- 
der Mr. Lacey’s management the 
Premier concern will push the 
sale of their Electric Vulcaniz- 
ers, Premier Gear Pullers, and 
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other well-known accessories. 


Fast Speaks in Cleveland 


HE Cleveland Retail Hardware Association, 

Cleveland, held an open meeting at the Statler 
Hotel, March 22, which was addressed by Carl H. 
Fast of New York, who delivered a very interesting 
address on “The Coming Credit Crisis.” About 
200 were present, including members of the asso- 
ciation and others. ' 


Fur Prices Will Boost Trap Sales 


WELL-POSTED hardware man writes: 

“The recent activity in the fur market, marked 
by keen bidding and exceptionally high prices paid 
for all kinds of fur pelts, are reminders of what 
should culminate in unusually large sales of game 
traps for the ensuing season. 

“High prices for furs invariably induce more 
trappers, professional and unprofessional, in a hunt 
for game. Boys, and amateurs generally, recognize 

‘greater cpportunities, and speed up their efforts ac- 

cordingly, while professional trappers everywhere 
add as much territory to their trap lines as they 
can possibly cover. This signifies more traps used, 
hence more traps sold. 

“At the present time, experts tell us that skunk 
fur is selling 20 per cent higher than last October; 
others higher are northern mink, 60 per cent ; musk- 
rat, 60 per cent; gray fox, 40 per cent; opossum, 40 
per cent.; and black bear 60 per cent higher than 
during the last season. It may surprise a great 
many to know that a very large proportion of fur 
animals are trapped in states having dense popula- 
tions, but, of course, not of the big game variety.” 


McElroy with Pass & Seymour 


ASS & SEYMOUR, INC., Solvay Station, Syra- 

cuse, have appointed Joseph McElroy, 3rd, export 
sales manager for the line of P. & S. electrical wir- 
ing devices and Dim-a-Lites. Mr. McElroy for 
eighteen years has been associated with the export 
department of Sargent & Company, New York, and 
all inquiries and orders will receive the same cour- 
teous attention and personal care that he always 
gave to such matters when in the employ of Sargent 
& Company. 
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Ready for Foreign Trade Council 


K. DAVIS of New York, secretary of the 
* ‘National Foreign Trade Council, spent March 
15 and 16 in Cincinnati conferring with Robert S. 
Alter, president of the Cincinnati Foreign Trade 
Association, and the different committees appointed 
to arrange for entertaining the national association 
that meets in Cincinnati April 18, 19 and 20. The 
convention was originally to have been held in 
February, but was postponed on account of the rail- 
road transportation difficulties. The entire pro- 
gram has not yet been arranged, but among the 
prominent speakers are the following: Edward N. 
Hurley, chairman United States Shipping Board; 
Frank A. Vanderlip, president National City Bank, 
New York City; A. C. Bedford, president Standard 
Oil Co. of New Jersey, and James A. Farrell, presi- 
dent United States Steel Corporation. 


Hurst Company Moves 


HE H. L. Hurst Manufacturing Company, for- 

merly of Canton, Ohio, manufacturers of spray- 
ers, have moved their factory and office to Green- 
wich, Ohio, where they have erected a new plant. 
In their new factory they have greatly enlarged fa- 
cilities for production. The new plant is built on 
the daylight construction plan, and includes every 
modern facility for efficient manufacturing. Green- 
wich is located on the main lines of the Baltimore 
& Ohio and the Big Four railroads, and the com- 
pany is, therefore, splendidly situated for a speedy 
distribution. 


Cincinnati Guild Meets 


HE Hardware Guild of Cincinnati held a meet- 

ing at the Cincinnati Business Men’s Club on 
the evening of March 21, Charles Kobmann, presi- 
dent, presiding. This was the first meeting held 
since the middle of January, and reports made by 
different members showed that trade conditions have 
changed very much since warmer weather has set 
in. The principal difficulty now is in getting ship- 
ments from the manufacturers and jobbers. There 
is a serious shortage of wire fencing and barb wire, 
and stocks of wire nails are also running very low. 
The Guild decided to hold its next meeting on April 
4, at the store of the Aufdemkamp Hardware Co., 
1018 Freeman Avenue. 


News in Brief 


THE SoLip STEEL Scissors Co., Fremont, Ohio, 
has been incorporated, with a capital stock of $10,- 
000, by George Zimmerman, H. J. Miller, Charles 
L. Halter, and others. 

THE Dietz Mrc. Co., 230 Findlay Street, Cincin- 
nati, maker of washing machines, has increased 
its capital stock from $10,000 to $50,000, and will 
add to its manufacturing facilities. 

THE Res MFG. Co., 2909 Meinecke Avenue, Mil- 
waukee, manufacturer of hardware specialties, has 
awarded a contract for a two-story factory addition, 
55 x 75 {t., costing about $12,000 with equipment. 

THE SEAFORD HARDWARE Co., Seaford, Del., has 
been incorporated, with a capital of $50,000, to 
manufacture hardware, etc. Charles E. Hastings, 
Lacey {.. Hardesty and John E. Eskridge, Seaford, 
are the incorporators. 

THE REMINGTON ARMS UNION METALLIC CAR- 
TRIDGE Co., Bridgeport, Conn., has awarded a con- 
tract for an addition to one of its buildings at its 
cartridze plant of another story, 61 x 417 ft. 











Coming Conventions 


FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Orlando, May 15, 16, 17, 
1918. Walter Harlan, secretary-treasurer, 44 Boule- 
vard Circle, Atlanta, Ga. 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION CONVENTION, Traymore Hotel, Atlantic City, 
N. J., May 28, 29, 30, 1918. F. D. Mitchell, secre- 
tary, Woolworth Building, New York City. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, Traymore Hotel, Atlantic City, N. J., 
May 28, 29, 30, 1918. John Donnan, secretary, 
Richmond, Va. 


PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION SEMI-ANNUAL CONVENTION, Seattle, 


Wash., June 19, 20, 1918. E. E. Lucas, secretary, 


Hutton Building, Spokane. 


HARDWARE ASSOCIATION OF THE CAROLINAS CON- 
VENTION, Asheville, N. C., June 25, 26, 27, 1918. 
T. W. Dixon, secretary-treasurer, Charlotte, N. C. 


NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Cedar Point, Ohio. Date not yet set. M. 
L. Corey, secretary, Argos, Ind. 


ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Hotel Sherman, Chicago, Feb. 17, 18, 19, 
20, 1919. Leon D. Nish, secretary, Elgin. 


Obituary 


H. PHILLIPS, a well-known hardware mer- 

e chant of Mount Carmel, Pa., died recently at 

his home, from heart trouble. He was born in 1870, 

and had been for 28 years in the hardware business. 

He is survived by a mother, two brothers and one 
sister. 


GEORGE W. BROWN died recently at his home, 310 
North Twenty-third Street, Richmond, Va. He was 
president of the hardware firm of Baldwin & Brown, 
Inc., and a director of several financial institutions. 
Mr. Brown was in his fifty-fifth year. 


A. B. EverING of North Vincennes, Ind., died 
there recently. Mr. Evering had been in business 
for over 20 years. He was a native of Belleville, 
Ill., and was at the time of his death in his sixty- 
first year. He is survived by a widow and- two 
daughters. 


HARRISON TURNER, manager and treasurer of the 
Treat Hardware Company, Lawrence, Mass., died 
at his home in Methuen recently from typhoid pneu- 
monia, aged 44 years. In 1901 Mr. Turner engaged 
in the hardware business. Several years later he 
purchased an interest in the Treat Hardware Com- 
pany, of which he was made treasurer and manager. 
He was very active in church circles and a member 
of several fraternal organizations. 


JACOB KNOERNSCHILD, aged 77, for over 30 years 
owner of a hardware business at Milwaukee, Wis., 
died recently at his home on Ninth Street. Mr. 
Knoerschild retired about 12 years ago, and is sur- 
vived by a widow, three daughters and eight sons. 


Moreis W. MILLER, president of the Ney Mfg. Co., 
Canton, Ohio, manufacturer of haying tools, and 
one of the most prominent business men of that 
city, died March 15, aged 71 years. 
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By W. L. CROUNSE 


Get Your Alarm Clocks on Display for the Daylight Saving Months— 
Some Inside Information on Parcel Post—Income Tax 
Laws to Be Consolidated 


WASHINGTON, March 25, 1918. 


ET out your stock of alarm clocks, polish them 
G up, and put them in the window! Daylight 

saving begins at 2 a. m. on Sunday, March 
31, which means that everybody must get up an 
hour earlier than usual on the following Monday 
morning. As the sun has no inside information 
about the Calder bill, it will rise at the same old 
time, so those alarm clocks will be very useful until 
the people become accustomed to the change. 

The President required no argument to induce 
him to sign the daylight saving bill. It went 
through the House with great celerity, as I told you 
last week, and the next day the Senate adopted the 
House amendments, which merely lengthen by two 
months the period during which the clocks will be 
set ahead. 


Daylight Saving Law Is “Act of March 19, 1918” 


N accordance with the parliamentary procedure of 

Congress, the bill had to be signed by the Speaker 
of the House and the Vice-president of the Senate, 
so that it did not reach the White House until last 
Tuesday morning. President Wilson had just re- 
turned from his daily round of golf when the bill 
was laid before him, and without a moment’s hesi- 
tation he appended to it his scholarly sign manual. 

Senator Calder, the author of this interesting and 
important measure, has a word of warning for the 
public, and especially for the young people. The 
new statute, he says, does not add an extra hour 
to the twenty-four, but merely gets the people up 
an hour earlier, so that to maintain an even balance 
of things we must all go to bed at the hour by the 
clock to which we are accustomed, and not seek 
to lengthen the day at the expense of the night. 
In other words, keep in mind the old saw: 


Eerly to bed, and early to rise, 
Makes a man healthy, wealthy and wise. 


Congress selected the hour of 2 a. m. on Sunday 
for the setting ahead of the clocks because at that 
time there is less railroad movement than at any 
other hour of the twenty-four. For practical pur- 








poses, however, the thing to do will be to set your 
clocks ahead one hour when you go to bed Saturday 
night. You’ll then wake up on Sunday morning 
according to the new schedule. But, of course, if 
you should oversleep a little it won’t count for 
much, 

On Monday morning, however, you should be on 
the job and thoroughly up to date. So here’s where 
those alarm clocks would come in handy. 


Some Inside Information on the Parcel Post 


i? has always been extremely diffifficult to get any 
reliable information from the Post Office Depart- 
ment as to the effect of the parcel post on the han- 
dling of the letter mail. Every business man is 
morally certain, of course, that the dumping of 
many thousand pounds of freight into the mails 
must slow down the entire postal machine, but the 
P. M. G. is so proud of the parcel post, and praises 
it so unstintedly, early and late, that his assistants 
are unwilling to cast any reflections upon it. 

Even at a time like this, when our letters are 
coming in from six hours to six days behind time, 
and our trade journals are frequently a week late, 
Mr. Burleson fairly stuns the business community 
by raising the limit on parcel-post packages from 
50 to 70 pounds, and his bright young men maintain 
a deathlike silence on the subject, and the depart- 
ment has nothing to say except that the change is 
intended to “help the farmer in reaching his city 
customers.” 

Of course, the farmer, like the organized worker, 
is the special ward, not to say pet, of the politician; 
and equally, of course, the plain business man has 
nobody in Washington to give a sympathetic ear to 
his modest plea that something should be done to 
assist him in getting his Monday morning mail 
before Thursday afternoon. This is a situation 
that ought not to prevail, but as level-headed old 
Grover Cleveland used to say, “It is a condition and 
not a theory that confronts us.’ 

But at last we have some definite figures from the 
Post Office Department showing the effect on the 
letter mail of the dumping in of unlimited quanti- 
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ties of merchandise. Of course, the department 
didn’t intend that these statisties should be used 
to point a moral and adorn a tale with respect to 
the gencral parcel post. The officials had only in 
mind the acute condition which must be promptly 
met, and they doubtless hoped that no general appli- 
cation of the lesson would be made. 


Nineteen Cars of Parcels to One Car of Letters 


A DAY or two ago the Office of Information, some- 

times known as the Headquarters of the Press 
Agents of the Post Office Department, issued a bul- 
letin calling attention sharply to the fact that the 
“mails to soldiers in France are greatly burdened 
by reason of so many unnecessary articles being 
mailed, and that there may arise a necessity for 
curtailing the parcel-post privilege to soldiers.” In 
support of this declaration the official statement of 
the department says: 

“On March — a Government transport reached 
France carrying to the soldiers at the front 715,980 
letters and 335,840 pieces of parcel post and news- 
papers. The letters weighed 814 tons and the par- 
cels and papers in excess of 113 tons. 

“By reason of the bulkiness of this mail -this 
shipment took up in excess of 12,000 cu. ft. of space 
on the transport. This means a slice of the ship’s 
cargo space 100 ft. long. 10 ft. high, and 12 ft. wide. 

“The 715,980 letters went into 346 sacks, but the 
pieces of parcel post and papers required 7,452 
sacks. When this mail was unloaded at a French 
port the letters filled completely one of the small 
French cars, which are half the size of the American 
mail cars, but the pareels and papers required a 
train of nineteen cars. 

“The mail that is unloaded from the ships must 
frequently wait days at the port before cars can 
be spared from the heavily burdened railroads in 
Franee to move the mail. 


Parcels Delay Letter Mail Six Days 


66 W HEN the United States Army Postal Service 

was first inaugurated, mail reached all of 
the camps in the country in one to two days, ac- 
cording to distance and train connections. To-day, 
mail, by reason of its vast volume and the heavy 
demands on the railroads, frequently takes six days 
to reach General Pershing’s headquarters, which is 
located on a trunk line. 

“According to a report from New York and Chi- 
cago of some of the contents of this parcel-post 
matter to the troops, a twelve-hour inspection of 
the parcel post as it was being searched for inflam- 
mables and explosives disclosed, among other 
things, 1642 boxes of matches, 361 cans of solidified 
alcohol, 224 cigar lighters (all of these of the 
greatest menace to the safety of the ship), 1248 
cakes, 3818 packages of candies, 1332 bars of choco- 
late, besides countless scores of useful as well as 
useless articles, including a bouquet of flowers, a 
baby outfit and a bottle of whiskey.” 

Doesn’t that last paragraph sound like a sheet 
torn at random out of a mail-order house’s catalog? 
Of course you wouldn’t expect to find a bottle of 
whiskey on the list, but that’s barred from the 
mails by a special law and therefore doesn’t count. 


A Good Argument for the Local Retailer 


UT this isn’t all. The department goes on to 
present an excellent argument against the ship- 
ment to France of things that can be had in that 
country in better condition and at no higher prices 
and thus unwittingly emphasizes a strong consid- 
eration in favor of the local retail store as against 
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the distant mail-order house. Continuing, the bulle- 
tin says: 

“The question this state of affairs raises is: Why 
send apples and oranges that become bruised in the 
long transit and rot in the stuffy holds of the ships, 
when the recreation rooms of the Y. M. C. A. and 
other welfare organizations serve fruit fresh from 
Italy and Spain that takes up no cargo space; why 
send cakes and candies and chewing gum when the 
post canteens sell seventeen varieties of cakes and 
cookies, fresh baked in France at American prices 
or a bare shade higher; why try to send across vast 
quantities of matches which endanger the ship and 
which are a penitentiary offense to place even in 
the domestic mails? 

“Two-thirds of the articles found in a twelve-hour 
inspection tour when working the soldiers’ parcel 
post are on General Pershing’s canteen list and sold 
in retail quantities to the soldiers at practically 
wholesale prices. 

“The question will have to be answered by the 
relatives of the soldiers or it will, of military neces- 
sity, be answered drastically by the authorities in 
France charged with the responsibility for the suc- 
cess of this war. 

“Ts it not clear what will happen at this rate of 
growth of the parcel post to soldiers abroad when 
we have a million or a million and a half men in 
France?” 

Equally, is it not clear what will happen to the 
letter mail of the business men of the United States 
when the mail-order houses have a chance to revise 
their catalogs and make up seventy-pound shipments 
mailable at less than express rates? What we are 
coming to with regard to the parcel post no one 
can predict, but if war-time emergency does not 
serve to hold down the mailing limit we should be 
prepared to see the bridle taken off entirely when 
peace is restored. 


Roosters by Parcel Post 


i ipde long ago the department put out a new regu- 
lation permitting the sending of “chicks’— 
meaning newly hatched chickens—by parcel post but 
prohibiting postal employees from giving them wa- 
ter en route. This was a considerable advance over 
allowing eggs to be sent by mail, although, judging 
by the delays now being encountered in the trans- 
mission of the mails, a good many eggs must have 
ample opportunity to hatch out before delivery. 

During the last week, however, an enterprising 
farmer in Brinklow, Md., succeeded in negotiating 
the sale of a five-pound rooster to a customer in 
Marlboro, Mass. It is possible that the purchaser 
of this towl was buying it for his larder rather 
than for his henyard. Anyhow, the farmer decided 
to ship the rooster ‘on the hoof,” and as he was 
morally certain it would die of hunger or thirst if 
sent by freight or express during these strenuous 
days, he decided to put it in the mail in a good 
stout chicken-coop. 

When this extraordinary package reached Wash- 
ington or its way to Marlboro, Postmaster Chance, 
who was formerly chief clerk of the Post Offiee 
Department and therefore has all the rules and 
regulations at his fingers’ ends, was not a little 
puzzled concerning the mailability of Chanticleer. 
It is probable, however, that he recalled the Post- 
master. General’s penchant for boosting weight 
limits, and argued that if a fifty-pound regulation 
ean be changed to seventy pounds over night there 
is no reason why a ruling admitting downy chicks 
to the mails should not, in the course of a fortnight, 
be stretched to cover a five-pound rooster. So the 
ruler of the barnyard was sent forward with the 
postmaster’s blessing—but without any water. 
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Preparing to Revise the Revenue Laws 


ben Congressional leaders are getting ready to 
tackle the revenue problem again. The first 
move will be the passage of a bill authorizing the 
issuance of more bonds for the third Liberty Loan. 
This issue will be made sometime in April and the 
new bonds will probably bear 41% per cent interest. 

The effect of this increase in the interest rate will 
be to bring up to the same level the Liberty bonds 
heretofcre issued which bear on their face a guar- 
anty that their interest rate shall be raised to a 
parity with that of any subsequent issue. If this 
were not so the early issues would go to a heavy 
discount, a fact that would deter buyers of the 
new bonds. 

The next step in the program will be to revise 
the excess profits tax so that any man with educa- 
tion and business ability sufficient to handle a hun- 
dred thousand dollar business will also be able to 


make out a return with sufficient accuracy to save . 


him from going to jail. The Treasury Department 
has employed fifty of the cleverest lawyers in the 
country, experienced in taxation matters, to unravel 
the mysteries of the Kitchin-Simmons excess profits 
tax law, but they have been unequal to the task, and 
Congress will now have to do what it should have 
done three months ago, namely, rewrite this ridicu- 
lous statute so that he who runs may read it. 

Unfortunately it will not be possible to revise this 
law in time to affect returns made for the calendar 
year 1917, which must all be filed with local collec- 
tors of internal revenue before the end of the present 
month. It is practically certain, however, that be- 
fore it becomes necessary to calculate excess profits 
taxes for 1918 a simple method of doing so will 
have been provided and the business community thus 
relieved of a very serious perplexity. 


Income Tax Laws to Be Consolidated 


b dens next job Congress will take hold of in this 
connection will be the consolidation of the in- 
come tax laws of 1916 and 1917 and the simplifica- 
tion of their provisions. Under existing law you 
pay a tax at one rate under the act of 1916 and in 
the same return you list a second tax at the rate 
prescribed by the act of 1917. Surtaxes also and 
exemptions differ under both laws so that the mak- 


ing out of a return by a man with a substantial , 


income is. very like tackling a Chinese puzzle. 

All this will be straightened out if the present 
plans of the House leaders are carried through. A 
single normal rate of tax will be adopted and a 
single schedule of exemptions and of surtaxes. This 
will mean that next year’s forms for the making of 
returns, as prepared by the Internal Revenue 
Bureau, will be less than half as complicated as 
those with which you have been struggling during 
the past month. 

There is some talk of boosting the normal rate, 
which is now 4 per cent—2 per cent under the act 
of 1916 and 2 more under the act of 1917—=so as to 
make = flat rate of 5 per cent, thus providing addi- 
tional funds for carrying on the war. There will, 
however, be strong opposition to any increase in 
the normal tax because that must be paid by people 
of very moderate incomes. 

A more popular proposition is to boost the sur- 
taxes on incomes above $40,000 so as to place the 
larger share of the burden of the-war on those best 
able to bear it. 


A Queer Tangle Over the Tariff 


AST, but not by any means least, Congress will 
be called upon to consider the question of tariff 
revision. The problem will not be an ordinary 
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overhauling of the tariff with a view to perfecting 
the countless relations of duties to commodities, but 
rather a war-emergency measure designed to bring 
in three or four hundred million dollars additional] 
revenue. 

There will be complications, however, and some 
of them will be of special interest to the iron and 
steel industry and to the trades dependent thereon. 

A curious condition has arisen as the result of 
efforts being made by the Government to secure for 
the transportation of troops and war materials to 
France certain ships now being used to import man- 
ganese and other minerals used in the manufacture 
of steel. The iron and steel industry demands these 
materials and cannot make munitions without them. 

Secretary of the Interior Lane, however, is con- 
vinced that these minerals can be produced in the 
United States in place of importing them and has 
asked Congress for a large appropriation to be used 
in developing methods for concentrating the ores 
of manganese, tungsten and other metals, which, it 
is admitted, are much leaner than the imported ores. 
If this project can be carried through, Secretary 
Lane is confident that importations can be heavily 
curtailed and a lot of tonnage saved for the trans- 
atlantic movement of soldiers and supplies. - 


Owners of Metallic Deposits Want Protection 


i lage owners of these mineral deposits, however, 
do not think it is a good business proposition 
to undertake to develop them without some assur- 
ance that the industry can be made permanent; 
hence they insist that a reasonable customs duty 
should be provided for the protection of these ores 
and their metallic contents. Of course, the steel 
producers want the cheapest possible materials and 
are likely to oppose any duty on these products. 
Also, they will be very reluctant to have their for- 
eign supplies cut off for the reason that when it 
comes tv important articles like manganese, tungs- 
ten, ete., a bird in the hand is worth a whole flock in 
the bush. 

Altogether, the tariff problem is a very pretty one, 
and its working out will be followed with lively 
interest. 


A “Human Interest” Story 


HE necessity for revising the obscure income 
and excess profits tax laws is emphasized by a 
little “human-interest” story that is a fine illustra- 
tion of the manner in which the slavishly literal in- 
terpretation of a statute can reduce it to an absolute 
absurdity. Here’s the case as presented to the 
Internal Revenue Bureau and the Bureau’s ruling 
thereon: 

Early in 1917 a man became dangerously ill, and, 
after a consultation, his physicians told his wife 
that he had only twenty-four hours to live. Know- 
ing that prices for all commodities were rapidly 
rising she thought it well to put one over on the 
undertaker, so she crdered an elaborate coffin at a 
price agreed upon before her husband died. 

But our sick friend recovered and, having no use 
for the coffin, was obliged to make a deal with the 
undertaker to receive it back at $40 less than the 
purchase price. 

Now, the problem which the convalescent taxpayer 
puts up to the Revenue Bureau is: Can the $40 lost 
on this transaction be regarded as an “allowable 
deduction” in figuring his income subject to tax? 

In its reply the Revenue Bureau points out that 
“business losses” and not incidental misfortunes are 
deductible items and that no allowance can be made 
for the coffin deal unless the taxpayer is prepared to 
contend that dying is his regular line of business! 
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How Retailers Are 
Buying and Merchandising 


N every national emergency, such as now 
I confronts us, there are always a flock of 

would-be educators of the public who 
seek to instruct the great mass of the people 
in the way they should go. This advice is 
usually well meant, since the givers gener- 
ally take themselves seriously. But it is also 
largely theoretical, and gets but little read- 
ing and scantier attention since the would- 
be educators rarely know or understand the 
audience they are addressing and consequent- 
ly fail to speak to them in the terms of their 
own living. 

The average retail hardware dealer is 
usually a man who is constantly up against 
the hard facts of life, and consequently has 
a large measure of common sense for his por- 
tion. He pays but little attention to the con- 
stant flood of advice which fills the daily 
press as to how he shall conduct his merchan- 
dising in these troublous and uncertain days. 
He is mostly occupied in watching his cus- 
tomers and necessarily guiding his own ac- 
tions by what they are doing. 

As -a matter of fact he finds very little 
actual self-denial so far as it affects his 
business, nor can he discern any special evi- 
dence of drastic economy. He notes, how- 
ever, that some high-priced lines do not sell 
as well as formerly, and that the use of many 
articles is shifting from the higher priced 
to the medium and cheaper grades. There is 
also a perceptible decrease in sales of all 
building material and in everything that en- 
ters into the construction of new houses. The 
sales of builders’ hardware are largely con- 
fined to the cheaper articles and those used 
in less expensive buildings, such as barns, 
warehouses, storehouses and less pretentious 
dwellings. There is a noticeable falling off 
in the sales of all goods which contribute to 
outdoor sports. 

The retailer finds that his customers are 
not so particular as usual and will accept 
substitutes more cheerfully than of yore, so 
he cuts his assortment where possible and 
does not duplicate lines and articles to any- 
thing like the extent common in the past. 
Along these same lines the dealer concen- 
trates his energies in keeping up staple and 
fast selling lines and articles, and does not 
care so much if he be occasionally out of odds 
and ends, especially if they be high priced. 
Most lines of goods show some falling off in 
tonnage, if not in dollars and cents value, 
and the retailer is considering this face care- 
fully in his ordering. 
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There are two notable exceptions to his, 
however, namely, automobile sundries and in 
farming implements. There are unquestion- 
ably more automobiles in use than ever be- 
fore, and the man who owns one will not 
discontinue it unless necessity forces him. It 
is certain that there will be a great acreage 
planted to farm products this spring, and it 
is well to have a good stock of all-steel goods 
on hand. The dealer is taking some chances 
on those lines of goods whose use depends on 
weather conditions and is not ordering his 
“futures” on them so heavily as in the past. 
He evidently expects the jobber to have them 
on hand and be prepared to ship promptly 
when the season opens. 

The retailer realizes that goods are hard 
to get and that all transportation lines are 
badly congested, and that deliveries are slow 
and long delayed. So he is endeavoring to 
keep his stock up as best he can by constant 
and liberal ordering. He knows perfectly 
well that by so doing he is gambling with 
fate should peace come, but he figures that 
the war will last at least another six months, ° 
and that he must make the best possible use 
of an unusual opportunity while it is here. 
Of all the things which the retailer is doing 
none is so far reaching and important as the 
awakened interest he is taking in the train- 
ing and teaching of his employees that he 
may thereby get at once more economical and 
efficient service. 

He finds it wise not to curtail his advertis- 
ing, but to keep it up in full volume and to 
go out after business just as strong as ever, 
especially on those items for which the war 
has created a demand. For instance, in some 
sections there is a great demand for certain 
kinds of adzes and also for carpenters’ slicks 
used in ship building. It pays under such 
conditions to have them in stock in larger 
quantities than ever before, since the orders 
for them come in all at once and for imme- 
diate shipment in good quantities. 

The dealer also finds that he must be con- 
stantly using his head as to the changés 
which the war’s demands are making in the 
nature of the goods that are selling. If he 
happens to be anywhere near a cantonment 
he is probably selling lots of trench mirrors, 
safety razors and blades, drinking cups, camp 
chairs, flash lights and batteries, and all of 
the innumerable items in the hardware line 
which add to the convenience and comfort of 
the soldiers. 

There was never a time when the retail 
hardware dealer needed so much to exercise 
his brain and forethought in studying the 
consumer and his ways. 
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Office of HARDWARE AGB, 

New York, March 25, 1918. 
_ various lines of hardware, including seasonable 

goods, deliveries are still tied up‘as a result of em- 

bargoes which are usually very embarrassing. This 
is especially true when early seasonable goods are in- 
volved, such as steel goods, otherwise forks, hoes and 
rakes, also shovels, spades and scoops and hand garden 
implements generally. The latter, however, are get- 
ting preferential treatment so far as possible, but it is 
a serious matter when goods of this character arrive 
beyond usable time which means carrying them over to 
another season. What is worse is the obstacle to crop 
cultivation. . 

We find jobbers who say seasonable goods are coming 
in very slowly, with treuble in securing licenses for 
so-called non-essentials: a line of demarcation hard to 
determine. From their point of view they say steel 
goods, sprayers, and allied farming and gardening 
tools are getting favored treatment. Also that they are 
glad to take goods from New Jersey terminals which 
frequently cannot be brought to New York and Brook- 
lyn water fronts, whenever sufficient .clear space in 
yards can be found to unload. The chauffeur of a large 
motor truck found he could get his stuff by digging it 
out of the car after which railway men would check 
up and deliver. 

Jobbers, we learn, have their orders placed for ade- 
quate stocks, but that is far from getting possession 
of the goods. There are manufacturers, and this is 
probably of general character, who are loaded to the 
gunwales on Government orders, with jobbers often 
patriotically waiting for their quota until the national 
authorities are fairly well supplied. Possibly they 
may, occasionally, be able to buy, beg or steal from 
accommodating neighbors where such are fairly well 
stocked. But because jobbers have orders placed they 
probably do not so keenly feel short of goods because 
of the fact that their orders have long been booked. 

There are manufacturers of goods in the line of 
shovels who are unable to accept any orders now for 
delivery otherwise than after July 1. With one Gov- 
ernment requisition for 350,000 shovels it is obvious 
that regular trade in this category will be second best 
for a while. 

The weather continues to be exceptionally good for 
early spring business. Railroads are much behind in 
transportation still and many goods are being moved 
by express which increases the expense, yet without de- 
terring enterprising merchants from buying. 

Manufacturers and wholesalers too have been and 
are eliminating many styles and numbers of numerous 
articles which under stress can be cut out for a reduc- 
tion of assortments. This includes paints and var- 
nishes, builders’ hardware, in for instance lock sets 
and other items, poultry netting, wringers, hammers 
and hatchets, pocket knives, corkscrews, etc., which is 
in a sensible way cutting down the multiplicity of odd 
goods and curtailing the handling of unnecessary du- 
plications. After the war is won we can be as foolish 
as we choose to afford, but now we have a stupendous 
job to finish right. The retailer can well follow this 
example and avoid many slow sellers and shelf warmers. 
Some of them are already busy checking up different 
lines and weeding out the superfluities. 

The coming moving of clock hands ahead one hour 
at 2 o’clock a. m. Sunday, March 31, and until October 
31, it is believed by observing merchants will result in 
retailers keeping more favorable hours, and the change 
will probably endure after the war. 

The new income tax has doubtless awakened many of 
the smaller merchants to benefits in the way of keeping 
books, records and other accounting methods never en- 
tertained or practiced before. 


LINSEED O1IL.—This market is virtually unchanged as 
to conditions, although no one has a clear idea as to 
when other advances may be made, which have been 
frequent enough of late weeks. 


The trouble with raw 
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flaxseed is that as most, if not all, of the supply avail- 
able for Eastern crushers must come from River Plate 
ports in Argentina, including Buenos Aires and there 
is no available cargo space obtainable on steamers or 
sailers north bound. This means that consequently 
there are no offers to sell the raw material to crushers 
who are correspondingly uncertain as to the likelihood 
of ability to acquire adequate supplies of linseed. 

Linseed oil, raw, city brands, is $1.55 in 5 
and $1.56 in less than 5 bbl. 

State and Western oil, raw, ranges from $1.54 to $1.57 
per gal., according to seller and quantity. 

NAVAL StToRES.—There has been an easier tendency 
in the market for naval stores recently, influenced by 
the sloughing off of prices for turpentine and the 
coarser grades of rosin in the leading Southern primary 
market, although a stronger tone is expected because 
of factors who are said to be taking a stronger posi- 
tion against the market irregularity. Spot figures for 
the common grades of rosin in the local market have 
been revised downward, with an effort to maintain tur- 
pentine on a 44c. basis, although on a test probably 
a Ye. per gal. would be conceded. 


or more bbl. 


Spot turpentine, in yard, is quite generally held at 44c. 


a * 4 common to good strained, on the basis of 280 lb 
per bbl, is $6.50 and D grade $6.55 per bbl. 

Pexto Toots.—Peck, Stow & Wilcox Company, 
Southington, Conn., have revised prices on the follow- 
ing goods, namely: Pexto Firmer, Cabinet and Butt 
chisels 60—7% per cent. Framing chisels 20 and 5 
per cent. Screw drivers Pexto Solbar 30 per cent and 
Pexto No. 9 60 per cent. Drawing knives Pexto No. 10 
holding handles revised list 33 1/3 and 5 per cent and 
P., S. & W. No. 25—5 per cent. Agricultural wrenches 
50—10 per cent. 


Rope.—Deliveries are poor on Manila hemp fiber, but 
the delay is not across the Pacific from the Philippines, 
but after reaching United States Pacific coast ports, 
extending from San Francisco, north to Vancouver, 
thence over the various transcontinental lines east. 
There are rope makers with 200 cars of hemp, more 
and less, strung along the right of way, to which may 
be added car shortage for additional loadings, em- 
bargoes, licenses and other holdups. Notwithstanding 
that the bulk of this material, when manufactured, is 
actually war stuff for navy, merchant marine and army 


‘ purposes, among the weak links are that too few in 


authority seem to correctly appreciate it. In sisal 
fiber the raw material is being commandeered for binder 
twine with which to harvest the coming cereal crops 
and comparatively little, if any, is going into rope at 
present. As a leading maker in one of the best mills 
put it they have neither time nor capacity available 
for aught else than war demands and that if they could 
get a sufficiency of raw stock and could run at 150 per 
cent capacity they then could not meet the govern- 
ment wants aside from regular trade. 

Rope prices are as follows: Manila rope, first grade, is 
33c.; second grade, 32c.; and the third grade, 28c. base per 
lb. Manila bolt rope is 38c. base per Ib. 

Sisal rope, first grade, is 23c., and second grade 20c. base 
per lb. Hide, bale and hay rope, medium oiled, first grade, 
is 23\%4c., and second grade, 20%c. base per Ib. 

Tarred lath yarn is, first grade, 23c., and second grade 
20c. base per Ib. 

Winpow GLass.—The situation in this market con- 
tinues practically unchanged and prices remain as they 
have been, so far. Jobbers of window glass in Eastern 
territory held a meeting a few days ago but as yet 
there has been no alteration of prices. Discounts are 
held with exceptional firmness, with however, an occa- 
sional irregularity from a certain class of small dis- 
tributors who are compelled to turn merchandise into 
cash frequently. Stocks are described as exceedingly 
moderate everywhere among manufacturers, because of 
the low ebb and indisposition to produce any more glass 
than is imperatively necessary. Manufacturers, how- 
ever, can doubtless be relied on to make all the window 
glass really needed in the U. S. A., while the export 
demand is expected to be very light owing to the diffi- 


























March 28, 1918 


culty of getting cargo space for outports. There is a 
fair amount of trade with South America going through 
but.not much for overseas elsewhere. 


Window glass prices remain as follows, namely: The first 
three brackets, A single thick, 80 per cent; first three brack- 
ets, B single thick, 82; A and B single, larger than the first 
three brackets, 79 per cent; A double strength, all sizes, 80 
per cent, and B double strength, all sizes, 82 per cent. 


WIRE NAILS.—Wire nail prices, out of store, in this 
locality are well maintained, “stiff” is the way it is 
phrased by wholesalers. There is however a fair show 
for getting a better supply from the mills and the 
leading interest is gradually working into a position 
to assist as recovery from cold weather and fuel short- 
age progresses. As a leading merchant puts it, they 
are actually starving for nails, a condition which has 
prevailed for seven weeks. The encouraging feature 
however is that, for instance, in one concern more nails 
were sent to them from a mill to an Eastern point than 
during the previous three months, which is probably 
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Office of HARDWARE AGB, 
Chicago, March 25, 1918. 

T= past two weeks of warm open weather has stim- 

ulated the hardware trade in this section very 
materially. Nuts and bolts, barb wire, poultry net- 
ting, files, machine extras, garden tools and seeds have 
been moving freely, and in the farming communities 
trade has been exceptionally brisk. Reports also indi- 
cate that all lines of automobile accessories are selling 
in good volume, many customers who had decided to 
purchase new cars now being satisfied to repair the old 
ones for the coming season’s use. 

The freight situation has shown some improvement 
in various lines, but the condition is still far from nor- 
mal, and jobbers are short in many lines of merchan- 
dise. This is particularly noticeable in the wire lines, 
where the makers declare their production fully ade- 
quate to all immediate needs if only cars can be ob- 
tained to make the shipments. Jobbers, however, have 
very light stocks of both wire and nails and are being 
forced to limit strictly the amounts sent out. 

According to reports from reliable sources, hesitancy 
in buying is manifesting itself in the mail order mer- 
chandising business, and for the first time mail order 
houses are having a volume of business below that of 
the corresponding period of last year. While the de- 
cline is not great as yet, it is significant, because it is 
the first period in many years when the mail order 
business has not shown an increase over the correspond- 
ing month of the previous year. Mail order houses 
are handicapped in obtaining manufactured products 
and are interfered with seriously in the matter of mak- 
ing shipments to their customers. Evidently the farmer 
is not willing to wait several weeks for goods that can 
be obtained in his home town, and is beginning to shift 
his trade. This condition will probably continue for 
some time, with increased business for the local retail 
dealers. 

Considerable interest is manifested in this section 
as to the-attitude of the War Industries Board in re- 
gard to the proposed increase in steel prices, recently 
asked by the steel producers. The present scale of 
prices was fixed on costs at the time the order was 
issued, and will expire March 31. The producers con- 
tend that their prices must be increased or the costs 
of constituent materials regulated. If the request of 
the steel interests is granted, the raise will naturally 
be reflected in many hardware items. 

Jobbers report collections fully up to normal, and a 
volume of business in excess of that of last spring. 

AMMUNITION.—Retail sales of ammunition are quiet 
at this time, and the booking season is reported by 
jobbers to be virtually over for the season. In some 
sections of the country merchants carried over fair 
stocks from last year and did not find it necessary to 
purchase. In the majority of cases, however, orders 
were in good volume. Dealers in the territory tributary 
to Chicago are in most cases well covered and able to 
meet any reasonable ammunition demand. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 22 short 






typical of others. Therefore, what is now coming along 
should help materially. 

Wire nails, in store, are unchanged at $4.40, and carted by 
the jobber, $4.45 base per keg. 

Cut NAILs.—Wholesalers speak of the receipt of a 
fair amount of orders. There is a reasonable volume 
of export demand, but buyers for foreign account are in 
an anomalous position. If they are ready to place speci- 
fications it usually means they have first to communi- 
cate with principals abroad for instructions, all of 
which takes time and is expensive, so that export trade 
is very exasperating and yet hardly the fault of the 
buyer, who is confronted with all sorts of obstacles. 
Spring building in this country is behind and not much 
is expected. Stocks of cut nails are still exceptionally 
light because of a dearth of material, labor troubles 
and congested transportation. 

Wire nails, in store, are $5.20, and delivered in carting 
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limits by the jobber, $5.25 base per keg. 


AGO 


semi-smokeless, $5 per thopsand; No. 32 short rim fire, semi- 


Sittyne€ cbs, 911.45 pee thousana, No. 22 tong, semi-smokeless, 
$6 per thousand; No. 32 long, semi-smokeless, rim fire, $13.50 
per thousa.: d. Above prices subject to 20-0 per cent discount 
Prices on shells are as follows: Peters’ Target, smokeless, 3 
drams powuer, 14% ounces shot, 1 to 10, $48 per thousand; 
Peters’ Referee, semi-smokeless, 3 drams powder, 1 ounce 
shot, 1 to 10, $37 per thousand. Discount, 20-5 per cent. 

AXEs.—Axes continue to sell freely, the demand being 
above normal for this season. This is partly due to the 
activities of the government, which are calling for large 
quantities of timber for aeroplane and ship construc- 
tion. Advances are due to appear July 1. ‘There is an 
apparent shortage of axes which may continue through- 
out the season. 

We quote from jobbers’ stocks, f.o.b. Chicago: First qual- 
ity single bitted axes, $13 per doz.; Kelly’s Standard bronze 
and black axes, base weights, $1 per doz. higher. 

Bars.—There is a very noticeable shortage of bars, 
and manufacturers who are not handling government 
work are almost unable to get supplies. Retail sales 
are light. 


We quote from jobbers’ stocks, f.o.b. Chicago, soft steel 
bars, $4.10 per 100 lb.; bar iron, $4.10 per 100 Ib. 


BINDER TWINE.—AIl the binder twine mills employ- 
ing free labor have adopted the schedule of twine 
prices authorized by the United States Food Adminis- 
tration, making the market quotations as follows, f.o.b. 
factory: 

Sisal, 234c. per Ib.; standard, 23%c. per lb.; standard 
manila (550 ft.), 25c. per lb.; manila (600 ft.), 26%4c. per Ib.; 
superior manila (650 ft.), 27%c. per lb.; pure manila (650 ft.), 
294%4c. per lb. Carload lots, 4c. less; 10,000 Ib. lots, \e. less. 


BUTCHER KNIvES.—The demand for butcher knives 
and other forms of kitchen cutlery is unabated. Deal- 
ers are not only buying for immediate shipment, but 
are anticipating their wants for next fall and winter. 
Prices are decidedly strong, and there is a constant 
upward tendency. Manufacturers are far behind with 
their orders, and the present shortage will in all prob- 
ability continue through the summer. 


Butcher knives with coco-bolo handles, 6-in. blade, $4.25 
per doz.; 7-in. blade, $5 per doz.; 8-in. blade, $6 per doz.; 
with ebony handle, 6-in. blade, $4.75 per doz.; 7-in. blade, 
$6.25 per doz.; 8-in. blade, $6.60 per doz.; 10-in. blade, $11.00 
per doz.; 12-in. blade, $14.50 per doz.; 14-in. blade, $18 per 
doz.; beechwood handle fastened with 3 saw screw brass 
rivets, 6-in. blade, $3 per doz.; 6%-in. blade, $385 per doz.; 
7-in. blade, $4.30 per doz.; 8-in. blade, $5.20 per doz.; 9-in. 
blade, $6.75 per doz.; 10-in. blade, $8.25 per doz.; 12-in. blade, 
$11.25 per doz.; 14-in. blade, $14.50 per doz. 


BALE TIES AND WIRE.—Business on bale ties and wire 
is quiet at this time as the season is practically over. 
What few sales are made are for use in baling marsh 
hay and other materials used for packing purposes. 
Dealers in this locality are for the most part covered 
as regards their fall needs. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows 


Bale ties, 60-10-10 per cent off standard list; half sizes, 7% 
per cent less; plain annealed wire, No. 14, $4.35 per 100 Ib 
No. 15, $4.45 per 100 Ib.; No. 16, $4.55 per 100 Ib. 

BUILDING PAPER.—The building paper demand is 
comparatively light, with little indication of material 
betterment. Prices are same as at last report. 

We quote from jobbers’ stocks, f.o.b. Chicago, red rosin 
sheathing paper, 20 Ib. rolls, 58c. per roll; 25 Ib. rolls, 72c. 
per roll; 30 Ib. rolls, 87c. per roll. 


BaRB WIRE.—Manufacturers of barb wire declare 
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that their production is adequate to the immediate 
needs of the country, but the freight situation is pre- 
venting shipments from reaching the jobbers. Jobbing 
stocks are very low, with orders coming in freely. In 
those parts of the country where crops were light the 
demand for wire has fallen off, but in other sections 
there is a healthy demand. Jobbers are still maintain- 
ing a limit of 1000 pounds per order to a customer. 


stocks, f.o.b. 


lots, 


Chicago: Painted 


We quote from jobbers’ 
$4.40 per 100 Ib.; gal- 


arb wire in less than carload 
vanized, $5.10 per 100 Ib. 

CuT Naits.—Local jobbers have had no cut nails in 
quantity for several months. Their stocks consist of a 
few kegs of odd sizes only. 


CLockS.—There is no let-up to the demand for alarm 
clocks, and jobbers are hard pressed to fill orders. The 
heaviest sales are in the manufacturing centers and 
in the vicinity of cantonments. Jobbers’ stocks are in 
a broken condition, as are those of many retail dealers. 
No price changes have been reported. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
The American alarm clock in less than dozen lots, $11.04 per 
doz.; in dozen* lots, $9.67 per doz.; in case lots of 4 dozen, 
$9.43 per doz.; Lookout alarm clocks, in less than dozen lots, 
$12.61 per doz.; dozen lots, $12.24 per doz.; case lots of 2 
jozen, $11.88 per doz.; Tattoo alarm clocks, dozen lots, $18.24 
per doz.; case lots of 50, $17.52" per doz.; The Slumber 
Stopper alarm clock, dozen lots, radium dials, $23.04 per 
doz.; Big Ben alarm clocks, $2 each; Baby Ben alarm clocks, 





CLIPPING AND SHEARING MACHINES.—The booking 
season for horse-clipping machines is about over, and 
the season for shearing machines will not last much 
longer. Dealers are reporting heavy sales of both, 
with an increased demand for sheep shearing plants. 
Prices are firm. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Stewart’s No. 1 ball bearing horse clipping machine, $8.75 
each, list; Stewart’s No..8 sheep and goat shearing machine, 
$11 each, list; No. 9, $12.75 each, list. Discount 25 per cent. 
Coates No. 179 hand horse clippers, $1.20 per pair; Coates No. 
129 (Newmarket) clippers, $1.65 per pair; Coates No. 71 fet- 
lock clippers, $1.05 per pair. 

HAND AND TOILET CLIPPERS.—The demand for hand 
and toilet clippers is increasing as spring approaches. 
Heavy sales are reported from the vicinities of can- 
tonments, and there is also a good demand in the 
manufacturing centers. The demand in the farming 
sections will make its appearance later, when warm 
weather appears. Stocks of the jobbers are light. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows 
Yankee clipper, $1.05 each; Khedive, $1.10 each; No. 141, 
$1.58 each. 


Door Mats.—Jobbing sales of door mats are light at 
this time, but sales from retail stores are fair. The 
rainy weather of a normal April will no doubt stimu- 
late business in this line. Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. Chicago: Galvanized 
steel wire mat, 16 x 24, $6.50 per doz.; 18 x 30, $8 per doz.; 
22 x 36, $11 per doz. Flexible galvanized cold rolled steel 
mats, 16 x 24, $10.35 per doz.; 18 x 30, $14.30 per doz.; 22 
x 36, $21 per doz.; 26 x 48, $34.65 per doz. 


EAVES TROUGH AND GUTTER PIPE.—The demand for 
eaves trough and gutter pipe is better than during the 
winter, but is still below normal. This is natural, as 
there is little new building in progress. In spite of the 
light demand, jobbing stocks are low on account of slow 
deliveries from the manufacturers. 


We quote from jobbers’ stocks, f.o.b 
29-gage, lap joint eaves trough, 5-in., $5.70 per 
gage conductor pipe, 3-in., $6 per 100 ft. 


Foop CHOPPERS.—There is every indication that sales 
of food choppers will be heavy this season on account 
of the conservation movement. There is no real short- 
age in this line, but deliveries have been retarded on 
account of the freight situation. Prices are firm. 

We quote from jobbers’ stocks. f.o.b. Chicago: Universal 
food chopper, No. 0, $12.60 per doz.; No. 1, $15.50 per doz.; 
No. 2, $18.90 per doz.; Enterprise No. 501, $14.70 per doz.; 
No. 602, $18.90 per doz.: No. 703, $25.20 per doz. 

FILES.—The demand for files is increasing as spring 
approaches, and both retail and jobbing stocks are 
somewhat broken. Dealers report an increase in sales 
to the farming trade during the past two weeks, while 
the factory demand is as heavy as ever. List prices 
and discounts are unchanged. 


We quote from jobbers’ stocks, f.o.b. Chicago, the follow- 
ing discounts from list: Nicholson files, | 50-10-21; New 
American, 60-7%; Disston, 50-10-5; Black Diamond, 50-10. 


GARDEN TooLs.—Reports from all sources indicate 
that sales of garden tools will be exceptionally heavy 
again this year, Mainly on account of the revival of 


Chicago, as follows: 
100 ft.; 29- 





Hardware Ave 


the garden movement. Already retail stores in this 
section are reporting sales. The trade is fairly well 
covered on orders placed last fall and winter, and in 
most cases the deliveries have been made. Shortages 
are already appearing in jobbing stocks, and dealers 
who failed to anticipate their summer requirements 
will find it very hard to acquire stocks. Prices are 
firm as last quoted. 

_ Spades.—In half dozen lots, D handle, No. 2 size of blade, 
i% X 12, $11.25 per doz.; half-dozen lots, long handle, $10.75 
per doz.; _Greenleaf’s D handle spades, No. 2, $12 per doz.; 
Greenleaf’s long spade, No. 2, $12 per doz.; spading forks 
D handle, 4 tine, No. 042, $9 per doz.; spading fork, long 
handle, No. 043, $9.25 per doz. 

Surface Edge Cutters.—9 x 5, $7 per doz.; edge trimmers 
$8.40 per doz. 

Garden Trowels.—One piece steel, 90c. per doz.; garden 
trowel, polished steel with riveted shank, 6 in., 95c. per 
doz.; 7 in., $1.05 per doz.; 8 in., $1.15 per doz. Solid socket 
tempered steel, 6 in., $6.20 per doz. 

Rakes.—Solid steel rakes with polished edges and gray 
teeth, 12 in., $8 per doz.; 14 in., $8.60 per doz.; 16 in., $9.25 
per doz. Malleable iron rake with curved teeth, 10 in., $2.85 
12 in., $3.10 per doz.; 14 in., $3.40 per doz.; 16 in., $3.60 
per doz. Malleable wrench with straight steel teeth, 12% 
in., $4.75 per doz.; 14% in., $5.15 per doz.; 6% in., $5.50 
per doz. Wire tooth long rakes, 24 tooth, $5. per doz.; 
28 tooth, $7 per doz. Ole Olson lawn rake, bent head or 
straight head, 26 tooth, $5.60 per doz.; wooden hay rakes, 
20 tooth, $4 per doz.; 10 tooth, $3 per doz. Gem Dandelion 
rake for everything but leaves, 16 in., $17.50 per doz.; 24 in., 
$22 per doz. 


Garden Hoes.—High-grade razor steel welded to a soft 
steel back and will always keep sharp, all sizes at $8.25 per 
doz. Solid socket, cast steel, with polished blade six to eight 
inch, No. 12, 85 per doz.; No. 13, $5.75 per doz. Blued 
finish hoes, 7%-in. blade, 414-ft. handle, riveted shank, $5.75 
per doz. Blued finish hoes, 7%-in. blade, 4144-ft. handle, 
socket shank, $6.75 per doz. 

GLASs.—Glass factories are not running to capacity, 
and many of them have been closed down since last 
summer. This fact, coupled with the freight situation, 
is creating somewhat of a shortage in window glass, 
even though sales are far below those of last season. 
The advent of open weather has stimulated the demand 
during the last few weeks. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, first three brackets, 82 per cent off; all sizes 
above first three brackets, 81 per cent off; single strength B, 
first three brackets, 83 per cent off; double strength A, all 
sizes, 82 per cent off. 

GARDEN Hose.—Advance sales of garden hose are re- 
ported to have been heavy, and there is a good demand 
at this time for immediate shipment. The scarcity of 
cotton fabric is curtailing production, and jobbers ex- 
press the belief that serious shortages will appear dur- 
ing the coming season. 

We quote from jobbers’ stocks, f.0o.b. Chicago, %-in. 3-ply 
Competition hose, 8%c, per ft.; %-in. 4-ply hose at 1244c. 
per ft.; ™%-in. 4-ply hose at 10c. per ft.; also a good %-in 
5-ply hose at 10%c, per ft.: %4-in. at 9%c. per ft. A better 
grade at % in. 4 ply at 15c. per ft.; % in. at 13%c. The 
white cotton covered % in. at 1lc. per ft. 

GUNS AND RIFLES.—Jobbers report a steady volume 
of gun orders for future delivery, but there are few 
sales for immediate shipment. Pistols and revolvers 
are scarce, and the shortage is expected to become more 
acute as the season advances. Gun manufacturers are 
actively engaged in turning out government work, and 
the production for domestic use will probably be much 
below normal. Jobbers are accepting orders for cer- 
tain lines only, and may be forced to decline all future 
orders in the near future. 


















We quote from jobbers’ stocks, f.o0.b. Chicago: Single 
barrel shotgun, 12-gage, 30 or 32-in. barrel, plain ejector, 
$6.25 each; automatic ejector, $6.60; 12-gage double-barrel, 


with hammer, $12.75: hammerless, $15.50. 

GALVANIZED TuBs.—There is a good demand for gal- 
vanized tubs, and jobbers are finding it difficult to keep 
stocks in shape. Embargoes have greatly restricted 
shipments. Prices are same as reported last week. 


We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $6.95 per doz.; No. 1, $8.55 per doz.; 
No. 2, $9.60 per doz.; No. 3, $11.20 per doz. Heavy galvanized 
tubs, No. 1, $13.55 per doz.; No. 2, $15.25 per doz.; No. 3, 
$16.95 per doz 





GALVANIZED PaILs.—The demand for galvanized pails 
is increasing as spring trade opens up, sales for stock 
pails being exceptionally heavy. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
galvanized pails, 8-qt., $2.65 per doz.; 10-qt., $3 per doz.; 
12-qt., $3.30 per doz.; 14-qt., $3.70 per doz.; galvanized stock 
pails, 14-qt., $5.35 per doz.; 16-qt., $5.85 per doz.; 18-ut., $7 
per doz.; 20-qt., $7.95 per doz. . 

HorsE CoLuars.—There is a very fair demand for 
horse collars for the spring trade, the principal sales 
being of the heavier sizes. 

We quote. from jobbers’ stocks, f.o.b. 
half sweeney collars, all russet leather, 23-in., 


Chicago: No. 48, 
$70.50 per doz.; 
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24-in., $78.30 per doz,; No. 30, imitation black seotch leather, 
reinforced throat, 23-in., $52.90 per doz.: cheaper collars 
from $10 per doz. up. 

LANTERNS.—The demand for lanterns is still very 
good, although it has fallen off some during the past 
two weeks. No price changes have been reported. 


-We quote from jobbers’ stocks, f.o.b. Chicago, as follows 
No. 242 tubular, $7.50 per doz.; the large size, cold blast, 
No. 2, $11.50 per doz.; No. 299, tubular dash lantern, $10.25 
per doz. 

LINSEED O1L.—There has been no fluctuation in lin- 
seed oil during the past week, but prices are firm as 
quoted in our last report. The demand is said to be 
growing while the available seed supply is diminishing. 
Manufacturers express the belief that the prices will go 
higher. 

We quote to retailers, f.o.b. Chicago, strictly pure, old 
process linseed oil, in carload lots, raw, $1.55 per gal.; boiled, 
$1.56 per gal.; in single barrel lots, raw, $1.60 per gal.; 
boiled, $1.61 per gal. 


NuTs AND BoLts.—Retail sales of nuts and bolts are 
beginning to grow as the farmers prepare for their 
spring work. So far as the makers are concerned, the 
Government is still the heaviest purchaser, some very 
large orders having been placed recently. Shipments to 
jobbers are still very slow. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Machine bolts, up to % x 4 in., 40-10 per cent discount; 
larger sizes, 30 per cent discount; carriage bolts up to % x 6 
in., 40 per cent discount; larger sizes, 25 per cent discount; 
hot pressed nuts, square or hexagon, $2 off per 100 Ib.; lag 
screws, 50 per cent discount; washers, $3 off per 100 Ib. 

O1Ls.—Wholesale prices on single barrel lots of oils, 
f.o.b. Chicago are as follows: 


Perfection kerosene, 10%c. per gal.; standard white, 104 
per gal.; gasoline, 2lce. per gal.; naphtha, 20%c. per gal.: 
machine gasoline, 37c. per gal.; turpentine, 50c. per gal.; 
denatured alcohol, 80c. per gal. 

PaINTs.—Reports from both jobbers and retailers are 
to the effect that paint sales are picking up materially 
during the past few weeks. There is every indication 
that sales will be much better this spring than last, as 
many buildings were left unpainted last season which 
must be painted now to keep them from deteriorating. 
There are rumors of advances due to the increased costs 
ef production. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 house 
paint, $3 per gal.; second grade, $2.50 per gal.; third grade, 
$1.80 per gal. 

PouLtRY NETTING.—The poultry netting ordered 
early in the season has for the most part been shipped 
to the dealers, and retail sales are now beginning to 
appear. The demand is expected to be heavy and job- 
bers are of the opinion that shortages will develop as 
the season advances. 


We quote from jobbers’ stocks, f.o.b. Chicago, poultry net- 
ting as follows: Galvanized before weaving, 50 per cent dis- 
comme galvanized after weaving, 45 per cent discount from 
ist. 

PUTTY AND GLAZIERS’ PoINTs.—Sales of putty and 
glaziers’ points are showing some improvement, but are 
below those of last year. No great amount of business 
in this line can be expected as building operations are 
at a standstill. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Putty in 100-lb. kits, $3.35; glaziers’ points, No. 1 large, No. 2 
medium and No. 3 small, 1 doz. in a package, 60c. per doz 
packages. 

Rope.—Rope deliveries are said to be improving 
slightly, but are still far from normal. Retail sales 
are better than for some time past and the demand is 
expected to be good throughout the season. Shipments 
of manila fiber are said to be very slow and uncertain. 

_We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
manila rope, 33%c. per lb. base; No. 2 manila rope, 
¢¥ec. per lb. base; No. 3 manila rope, 2814c. per lb. base; 
Sisal rope, No. 1, 23%c. per lb.; No. 2, 20%4c. per Ib. 

ROLLER SKATES.—Jobbing stocks as well as those of 
the retail dealers are already beginning to show the 
effect of the heavy demand. This is very noticeable in 
the cities, where the craze for sidewalk skating is ap- 
parently growing daily. Jobbers are already out of 
several of the better selling sizes. 

We quote from jobbers’ stocks, f.o.b. Chicago: Union 
Hardware Co.’s ball-bearing boys’ No. 5S, $1.50 per pair: 
Union Hardware Co.’s ball-bearing girls’ No. 6S, $1.60 per 
pair; Union Hardware Co.’s common roller skates with strap, 
No. 2, 45c. per pair; Union Hardware Co.’s common skates 
with clamp, No. 3, 50c. per pair. Barney & Berry’s boys’ 
ball~be aring extension skates, No. 1966, $1.50 per pair; 
Barney & Berry’s ball-bearing girls’ extension skates, No. 
1968, $1.60 per pair; Barney & Berry’s ball-bearing extension 
child’s skatés, No. 1948, $1.70 per pair; Barney & Berry’s 
common boys’ skates, No. 1951, 50c. per pair; Barney & 
eTry’s common girls’ skates, No. 1953, 55c. per pair. 
Razors (Open Blade).—There is nothing new to re- 
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port in the razor situation. The demand for the open- 
blade type is far in excess of the supply, as few razors 
can now be imported, whereas before the war the bulk 
of the supply came from abroad. 


We quote from jobbers’ stocks, f.o.b. Chicago: Full hol- 
low ground, square point, flat rubber handle, $17.25 per doz.; 
three-quarters hollow ground, oval rubber handle, $14.75 per 
doz. 


Razors (Safety).—The demand for safety razors 
and blades has never been so heavy as at this time. 
Every soldier’s and sailor’s kit requires a safety razor, 
and new blades must be used frequently. Sometimes the 
fighting man is the possessor of several razors sent by 
friends at home. It is also reported that blades are 
being sent to France in letters from home, which is 
stimulating the demand at the local hardware stores. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows 
Gillette, $45 per doz.; Auto Strop, $45 per doz.; Gem, in 
one dozen lots, $8.40 per doz.; 3 dozen lots, $8 per doz.; 12 
dozen lots, $7.50 per doz. Ever Ready, in one dozen lots, 
$8.40 per doz.; 3 dozen lots, $8 per doz.; 12 dozen lots, $7.50 
per doz. 

Blades.—Gem, in 1 dozen sets, 7 blades to a set, $3 per 
doz. sets.;-Ever Ready, one card containing 1 gross blades, 
one-half dozen to a package, 24 packages to the card, for 
$5.28. Gillette and Auto Strop, Tic. per package of 12; 
38ec. for package of 6. 

SAND PAPER.—There is a somewhat better demand 
for sandpaper since the advent of open weather, due 
to the increase of. spring repair work and necessary 
building. There have been rumors of an impending 
advance for several months, but none has as yet made 
its appearance. 

We quote from jobbers’ stocks, f.o.b. Chicago. as follows 
No. 1 sand paper, best grade, $6 per ream; cheaper grade, 
$5.40 per ream. 

ScreEws.—The demand for screws from a retail stand- 
point is showing marked improvement and this is re- 
flected in the orders received by the jobbing houses. 
The freight situation and the embargoes have greatly 
retarded shipments, and stocks are somewhat below 
normal. No price changes have been reported. 


We quote from jobbers’ stocks, f.o.b. Chicago: Flat head 
bright screws, 75-10-10; round head blued, 70-10-10; flat 
head brass, 4214-10-5; round head brass, 40-10-5. 


SoLpER.—There is no change in the solder situation 
and prices are same as last week. Retail sales are im- 
proving. 

We quote from jobbers’ stocks, f.o.b. Chicago: Warranted 


half-and-half solder, 52c. per lb.;: No. 1 plumbers’ solder 
50l%c. per Ib. 

SASH WEIGHTS.—The demand for sash weights is 
very light, there being little in the way of building 
going on. The foundries are not casting many weights, 
and stocks of both jobbers and retailers are low. They 
appear however to be adequate to the demand. 

We quote from jobbers’ stocks, f.o.b. Chicago, sash weights, 
in ton lots, $39 per ton; in smaller lots, $40 per ton. 

SASH CorpD.—The sash cord situation is somewhat 
similar to that of sash weights. The demand is below 
normal, still there is a fair volume of sales. 

We quote from jobbers’ stocks, f.o.b. Chicago Best 
grade Samson cord, No. 7, $16.50 per doz.; best grade Silver 
Lake cord, No. 7, $16 per doz.; Revenoe cord, No. 7, $10.25 
per doz. . 

STEEL SHEETS.—Steel sheets are very scarce, the bulk 
of the output going to the manufacturers engaged in 
Government work. Jobbing stocks are low, as are also 
those of the retail trade. Retail sales are not heavy 
at this time. 

We quote from jobbers’ stocks, f.o.b. Chicago: 28-gage gal- 
vanized sheets, $7.70 per 100 Ib.; 28-gage black sheets, $6 
per 100 Ib. 

SEINE TWINE.—There is a good demand for Seine 
Twine, which is increasing daily. The heaviest sales 
are in the river and lake territories, where the twine is 
used for mending nets and for river fishing. Some of 
the twine is also used for heavy wrapping purposes. 

We quote from jobbers’ stocks, f.o.b. Chicago Seine 
twine, sizes 15 to 42, medium, 60c. per Ib. 

Saws (Cross-CuT AND Woop).—Jobbing salesmen 
are still taking orders for saws, both wood and cross- 
cut, for Fall Delivery, and reports indicate that dealers 
are buying freely. The increased demand for some 
kinds of timber, and for wood makes it probable that 
the retail sales for next season will be very heavy. 

We quote from jobbers’ stocks, f.o.b. Chicago: Cross cut, 
2-man, hollow back, with champion tooth, EF Disston, No 
5, $1.40 each; No. 5%, $1.55: No. 6, $1.68: No. 6%, $1.82; 
2-man crown pattern, common tooth, Disston, No. 4, $2.10 
each: No. 4%, $2.35; No. 5, $2.55; No. 5%, 2.80: No. 6. 
$3. Disston’s One-man, No. 23 pattern, No o, $1.57 each: 
No. 3, $1.90: No. 3%, $2.20; No. 4, $2.50: No. 4%, $2.80: 
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Back Saws.—Best grade, $13.20 per doz.; Medium, $10.20 


per doz.; cheap, $7.90 per doz. 

TACKS.—The demand for tacks is increasing, as the 
spring moving season is now almost at hand. Sales in 
this line have been comparatively light through the 
winter. Stocks are in fair condition. 

We quote from jobbers’ stocks, f.o.b. Chicago: Upholster- 
ers’ tacks, 6 0z., 25-lb. boxes, 17c. per lb.; bill posters’ tacks, 
6 oz., 2.-ib. boxes, 16%c. per Ib. 

TIN PLATE.—The shipping situation has shown some 
improvement during the past two weeks, with the re- 
sult that the tin plate situation is somewhat easier. 
Stocks however are still far below normal. The retail 
demand is light, but the demand from manufacturing 
sources is heavy. 





We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
C coke tin, 20 x 28, 180-lb. boxes, $19.90; 200-lb. boxes, $20; 
4-lb. boxes, $20.25; IC Mohawk tin, 20 x 28. 214-lb. boxes, 
2.90; IC Calvin tin, 20 x 28, 214-lb. boxes, $26.75; IX tin, 
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20, x 28, 270-lb. boxes, coke, $22.80; Mohawk, $26; Calvin, 
0 io. 

TIRE CHAINS.—Tire chains are selling well from re- 
tail stores, and jobbers report a good volume of orders 
for future delivery. Many dealers were unable to keep 
up their stocks during the heavy selling season of the 
winter, and are now anticipating their requirements 
for next season. 

We quote from jobbers’ 


Some 


stocks, f.o.b. Chicago: Weed tire 
chains, 30 x 3%, $3.7 75 per pair; 32 x 3%, $4.10 per pair; 
35 x 4, $5.60 per pair; Rid-O- Skid, 30 x 3%, $2.30 per pair; 
32 x 3%, $2.40 per pair, 35 x 4, $2.85 per pair: Weed cross 
chains, “No. 3, $4 per 100; No. 3%, $5.30 per 100: No. 4, $6 
per 100: No. 4%, $6.65 per 100; No. 5, $8 per 100; No. 5%, 
$10 per 100. 

TENTS.—The spring demand for tents is opening up, 
and reports indicate that the demand is well around 
normal. Manufacturers are facing shortages of mate- 


rial, and deliveries are slow. 


We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
grade, wall tents. single. 7 x 9, 10 oz., $15.50 each; 8 x 10, 
$16.75; 9% x 12, $27.60. Discount 30-10 per cent. 


WAGoNn Covers.—Wagon covers are selling in good 
volume, but the demand is expected to grow heavier 
within the next month. The general situation is sim- 
ilar to that in regard to tents. Manufacturers are 
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segues ppincinsee for spring business are going for- 

ward everywhere. While sales at present do not 
show anything startling, as to totals, it is believed that 
as the season advances there will be a very satisfactory 
amount of business in steel goods lines and even in the 
building line. Communities where active war work is 
being pushed will have the advantage in that way, for 
housing problems have to be met. 

The great difficulty will be to obtain garden, lawn 
and farming tools in large enough quantities to meet 
the demand. The prospects are for a tremendous 
movement toward individual gardens and that means a 
demand for the necessary tools far in excess of any- 
thing ever experienced before. At the factories, how- 
ever, their production is curtailed to an alarming ex- 
tent. Scarcity of labor and materials, and the difficulty 
of transporting raw materials and finished products, 
puts them in a desperate position in reference to filling 
their orders. Goods which should be in the dealers’ 
hands now have not even been made up, and shipments 
cannot be assured for several weeks to come. 

The time for the sale of lawn rollers is fairly upon 
us, with the frost rapidly leaving the ground. The need 
for lawn rollers here this season is greater than for 
some year, as we have had a freezing and thawing con- 
dition which has acted to loosen the grass roots from 
the soil. Stocks are in good condition on the average, 
much of this class of goods being shipped in last fall 
or early winter. 

New groups of student fighters in the various 
branches continue to arrive in this locality for train- 
ing. The large Overland factory branch has been en- 
tirely taken over, with its complete equipment, for 
aviation purposes. Other buildings from time to time 
will be taken over, doubtless, there being some talk of 
using the public schools and their equipment as soon as 
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handicapped by material shortages, due to the heavy 
Government demand. 


We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
wagon covers, 10 oz., 10 x 13, $7.47 each; 10 x 14, $8.02: 
11 x 14, $9.03; 11 x 15, $9.65. 


WINDOW VENTILATORS.—Window ventilators are still 
selling freely, although the sales are not so heavy as 
during the winter season. 

We quote from jobbers’ stocks, f.o.b. Chicago: Continental 
ventilators, No. T 93, $2.85 per doz.; No. T 94, $3.50 - i 
No. T 96, $4 per doz.; No. T 153, $3. 75 per doz.; No. T 154, 
$4.50 per doz. 

WIRE STRETCHERS.—There is a good demand for wire 
stretchers, particularly through the heavy crop sections, 


and in parts of the South. Jobbers have fair stocks 


only. 

We quote from jobbers’ stocks, f.o.b. Chicago: O. S. El- 
woods No. 1 stretcher, $9.75 per doz.; No. 2, $9 per doz.; 
combination hoist aid stretcher, No. 86, $18 per doz.; tackle 
block stretchers. roller bearing, %-in. rope, $13. 50 per doz. ; 
%-in. rope, $25.50 per doz.; plain bearing, %-in. rope, $12.75 
per doz. 


WirE NAILs.—The makers of wire nails claim that 
the production is adequate to the demand if only ship- 
ping facilities were in shape to make the proper de- 
liveries. Jobbers have very light stocks, and are com- 
pletely out of the more common sizes. Retail sales are 
improving but are far below those of last season. A 
limit of 10 kegs per order to a customer is still enforced 
by local jobbers. 


We quote from jobbers’ stocks, f.o b. Chicago, common wire 
nails, $4.25 per keg, base; cement-coated nails, $4.25 per 
keg, base. 


WRAPPING PAPER.—The demand for wrapping paper 
is about normal, but the freight situation is holding up 
deliveries, making jobbing stocks light. 


We quote from jobbers’ stocks, f.o.b. Chicago: 
wrapping paper, 94c. per lb.; Express, 1044c. per Ib. 


WHITE LEAD.—There is a marked improvement in the 
sales of white lead since the advent of open weather, 
but sales are lighter than a year ago. Jobbers have 
good stocks and are able to fill orders promptly. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Carter’s white lead, in 100-lb. lots, $11.25 per 100 lb.; IXL 
white lead in 100-lb. lots, $9.25 per 100 lb. 


Krafts 





as possible. This all means more business along certain 
lines, and the hardware dealer should see to it he gets 
his share. The needs of the boys are multitudinous, 
and even though there is a close limit on their spending 
power, they make some very satisfactory totals in the 
way of purchases. 

Building still lags. The general opinion seems to be 
that it will be quiet along these lines until there is 
some indication as to this year’s crop. There is some 
work along this line but nearly all is completing work 
already started, which has been closed up for the win- 
ter. The shop trade and mechanics’ trade continues to 
improve and increase. Shortage of fine precision tools 
is general, and has been for more than a year. Ma- 
chinists’ tool cases are very scarce and factories mak- 
ing them are months behind on orders. The demand 
for them has increased the past year due in part to the 
three-shift day operation of shops in this locality. 

With the departure of the snow has come, stronger 
than ever, the interest and call for automobile acces- 
sories. Shortage of new cars, and the advance in price 
has caused many car owners to determine to run their 
old cars another season, and add the conveniences and 
accessories they planned to have on the new one. The 
dimmer law is bringing nice results in sales of auto- 
mobile lenses as the cars are taken out of storage and 
put in operation. 

Prices show very few changes. Linseed oil is still 
strong with further advancement in prospect. Window 
glass has advanced two points further, and the cur- 
tailment of production doubtless will mean more ad- 
vances later. Paints also show an upward tendency, 
as the time for their use approaches. 

AxES.—The sale of axes continues strong with mill 
shipments very slow. The past week has seen the lift- 
ing of the embargo on many items and a more general 
movement of commodities has begun. No change shows 
in price of axes. 
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We quote from local jobbers’ stocks: Single bit axes, base 
weights, $13.75 per dozen; double bit axes, base weights, $18 
per dozen; Sager handled single bit, $15 per dozen; Quaker 
City boys’, $8.50. 

BARBED WIRE.—Sales are increasing somewhat al- 
though stocks are not in good condition. The heavy 
demand for other purposes diverts a tremendous quan- 
tity of this material and ordinary consumption of it 
has to wait. 


We quote from local jobbers’ stocks painted cattle wire. 
$3.65 per 80-rod spool; galvanized cattle wire, $4,20 per 
80-rod spool; painted hog wire, $3.79 per 80-rod spool; gal- 
vanized hog wire, $4.36 per 80-rod spool. 

BrADS.—Mill shipments are extremely slow and stocks 
are still in depleted condition. Sales are slow also in 
a retail way, with shops and factories using fair 
quantities. 

We quote from local jobbers’ stocks: Brads at 70 per cent 
to 70-10 per cent from standard lists. 

BoLtts.—Prices on bolts show little change although 
there has been a slight shading of price in some cases. 
Mill shipments are slow. 

We quote from local jobbers’ stocks: Small carriage bolts 
at 40 per cent to 40-5 per cent; large carriage bolts at 30 
per cent; small machine bolts at 40-10 per cent to 40-10-5 
per cent; large machine bolts at 35 per cent; lag screws at 
40-10 per cent; stove bolts at 60 per cent to 50-10 per cent; 
tire bolts at 40-10 per cent from standard lists. 

Door Mats.—Sales continue good on door mats. The 
extremely sloppy weather caused by the blizzard in- 
creasing the demand. Stocks are in good condition; 
mills seem to meet the demands. 

We quote from local jobbers’ stocks: No. 1 cocoa door mats 
at $7 per dozen; No. 2 at $9 per dozen; No. 3 at $11.50 per 
dozen; No. 4 at $14.50 per dozen. 

DENATURED ALCOHOL.—Sales begin to decrease on 
this item, although its use is still very necessary in 
automobile radiators. No change has been made in 
price. 

We quote from local jobbers’ stocks: Denatured alcohol in 
barrel lots at $1.10 per gallon. 

FILEs.—Demand continues strong with stocks badly 
broken. Mills seem unable to begin to cover the de- 
mand, which is increasing rather than diminishing. 
Prices show no change of consequence. 

We quote from local jobbers’ stocks: Nicholson files at 50- 
10 per cent to 50-10-2% per cent; Riverside files, 60-744 per 
cent; Royal files at 65 per cent; Arcade files at 65 per cent 
from lists. 

GALVANIZED TuBs.—Sales are normal with no change 
in price. Mill shipments are still unsatisfactory. 

We quote from local jobbers’ stocks: No. 0 galvanized 
tubs at $8.20 per dozen; No. 1 at $10.20 ner dozen; No. 2 at 
$11.40 per dozen; No. 3 at $12.84 to $13.23 per dozen; No. 1 
heavy at $15.25 to $18 per dozen; No. 2 heavy at $17.40 to 
$19 per dozen; No. 3 heavy at $19.03 to $20 per dozen. 

GALVANIZED PaNns.—Sales are increasing slightly 
with stocks in fair condition. Receipts from mills are 
below normal yet, but with improving railroad facilities, 
they should show a good increase. Prices show only 
slight changes. 

We quote from local jobbers’ stocks: 8-qt. galvanized pails 
at $3.13 per dozen; 10-qt. at $3.53 to $3.60 per dozen; 12-qt. 
at $3.88 per dozen; 14-qt. at $4.30 to $4.35 per dozen; 16-qt. 
stock pails at $6.50 to $6.62 per dozen; 18-qt. stock pails 
at $7.60 to $7.70 per dozen; 20-qt. stock pails at $8.76 per 
dozen. 

GLass.—A further change has been made in the price 
of glass and sales are at a rather low point at the 
present time. 

We quote from local jobbers’ stocks: Inside strength A 
grade glass, first three brackets at 78 per cent; balance, 80 
per cent; double strength, 78 per cent from standard lists 

LANTERNS.—Sales keep up remarkably well on this 
item, with shipments from factory very slow. Some 
stocks are in fair condition, while others are badly 
broken. Prices remain unchanged. 


We quote from local jobbers’ stocks: Tubular long globe 
lanterns, $11.50 per dozen; tubular short globe lanterns 
$11.50; tubular dash, $15; Deitz Delite, short globe, $12.75 
per dozen; Deitz Wizard, short globe, $12.25 per dozen 
Deitz Victor, $8 per dozen; Dietz No. 2 Blizzard, $12.25 per 
dozen; Deitz Blizzard, $17 per dozen; Deitz Buckeye Dash, 
$11 per dozen. 


LINSEED O1L.—This commodity continues to climb 
with no possibility of any final price reached. Prices 
undoubtedly will be governed entirely by the amount 
of demand for it in proportion to the supply. 


We quote from local jobbers’ stocks: Boiled linseed oil, 
barrel lots, $1.58 per gallon. 
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Nuts.—There has been no change in price on nuts 
and call continues very good. 

We quote from local jobbers’ stocks: Square iron machine 
screw nuts at 25 per cent; hexagon iron machine screw nuts, 
25 per cent; hexagon brass machine nuts, 15 per cent from 
standard lists; hot pressed square iron nuts, 25 per cent off 
from standard lists; square top nuts, $1.05 off; hexagon 
plain nuts, $1.05 off. 

PAINTS.—Ready mixed paints are beginning to sell 
very nicely for refinishing jobs, especially for interior 
work. There has been some talk of an advance on this 
item. No change has been made yet. 

We quote from local jobbers’ stocks: Regular colors, first 
quality ready mixed paint at $2.75 to $2.85 per gallon. Sec- 
ond quality at $1.80 per gallon. 

POULTRY NETTING.—Sales are increasing rapidly on 
this item with stocks in good condition to meet any 
normal demand. Price remains unchanged. 

We quote from local jobbers’ stocks: Poultry netting at 50 
per cent from standard lists. 

PipeE.—Call for black and galvanized pipe is begin- 
ning to manifest itself. Price is somewhat higher than 
it was last year, but sales are taking small account 
of this feature. 

We quote from local jobbers’ stocks: 14-in. black pipe at 
40 per cent from list; 1%-in. galvanized pipe at 25 per cent 
from list. 

Putty.—Although sales on putty have fallen off there 
still remains a fair demand for it. 

We quote from local jobbers’ stocks: Commercial putty in 
bulk at $3.77 per cwt.; commercial putty in barrels at $3.65 
to $3.82 per cwt.; strictly pure putty in bladders at $4.50 
per cwt. 

Rope.—Price holds steady, showing no change, with 
demand increasing almost daily. 

We quote from local jobbers’ stocks: Best grade Manila 
at 34 cents per lb.; best grade sisal at 24 cents per lb.; cot- 
ton rope at 34 cents per lb., base; Swedish wire rope at list, 
plus 25 per cent; crucible wire rope at list, plus 25 per cent. 

SOLDER.—Price shows some advance and the demand 
is beginning to show up well for spring work. Spring 
shipments are beginning to come in somewhat more 
freely. 

We quote from local jobbers’ stocks: Strictly half and half 
solder at 65 cents per lb.; warranted half and half at 57 cents 
per lb.; wire solder at 60 cents per Ib. 

STEEL SHEETS.—Prices show no change and mill ship- 
ments are still exceedingly slow. Sales are not improv- 
ing very rapidly as yet. 

We quote from local jobbers’ stocks: Black sheets at $6.57 
base; galvanized sheets at $7.82 base. 

SHELLAC.—This 
spring trade, sales becoming somewhat better. 
holds steady at last fall’s quotation. 

We quote from local jobbers’ stocks: White shellac, cut 
4% Ib. to the gallon, at $3.25; orange shellac, cut 41% Ib. to 
the gallon, at $3 per gallon; orange shellac, dry, at 85 cents 
per Ib. 

TURPENTINE.—Sales are improving somewhat with 
price holding at about the same level. 


item shows a slight increase of 
Price 


We quote from local jobbers’ stocks: Turpentine in barrel 
lots at 71% cents per gallon. 

WHITE LEAD.—There has been no change in price on 
white lead for several months. Sales are increasing 
slowly. 

We quote from local jobbers’ stocks: White lead, 200-Ib. 
kegs at 11%c. per lb., with the usual differential for quan- 
tity and size of package. 

WHEELBARROWS.—The demand is beginning to show 
for this commodity as spring cleanup time approaches. 


tray wheel- 
wheelbarrow, 


We quote from local jobbers’ stocks: Stave 
barrow, nailed, at $26 per dozen; stave tray 
bolted, at $27.50 per dozen. 

WirRE NAILS.—There has been no change in wire 
nails and sales are beginning to improve somewhat. 

We quote from local jobbers’ stocks: Standard wire nails 
at $4.40 per keg, base; coated wire nails at $4.40 per keg, 
base. 

WIRE.—Price shows no change and sales are at nor- 
mal for this season of the year. Inquiries are being 
received from dealers for quantity prices on some of 
the more popular sizes used in building construction, 
indicating perhaps a further increase in sales in the 
near future. 


We quote from local jobbers’ stocks: Black annealed wire 
at $4.15 per cwt.; galvanized smoothed wire at $4.85 per cwt. 





OFFICE OF HARDWARE AGE, 

PITTSBURGH, March 25, 1918. 
A* indicated in this report last week the War In- 

dustries Board met at Washington, D. C., on 

Thursday and Friday, March 21 and 22, in conference 
with the General Committee on Steel and Steel Prod- 
ucts of the American Iron and Steel Institute. As 
predicted the War Industries Board has recommended 
a reduction of $1 per ton in the price of basic iron at 
Valley furnace, the usual differential of 10 per cent to 
apply in favor of Bessemer, which makes the latter 
$35.20 at Valley furnace, a reduction of $1.10 over the 
previous price, while all grades of scrap were reduced 
$1 per ton. 

These reductions of $1 on basic iron and $1.10 on 
Bessemer iron, it is understood, were made largely for 
the purpose of appeasing the Eastern pig iron manu- 
facturers who were very insistent that pig iron should 
be advanced. *They put up the claim that owing to 
certain conditions ruling in their location they were 
entitled to a higher price on their pig iron than blast 
furnaces in the Central West, which includes the Pitts- 
burgh and Youngstown districts, and also other locali- 
ties. The War Industries Board was not in favor of 
advancing prices on any products, but recognized the 
soundness of the argument of the Eastern pig iron 
makers, and reduced Bessemer pig iron, allowing the 
price of foundry iron to remain the same, which is $33 
at Valley furnace. 

To most furnaces it probably costs a little more to 
make foundry iron than basic, and it is likely that East- 
ern blast furnaces will run largely on foundry iron for 
the period of the war. Many castings concerns in the 
East are working almost entirely on government con- 
tracts for castings, and the government was opposed 
to making any advance in price of Eastern foundry 
iron as it would simply have meant that the foundries 
in turn would make an advance in prices of castings 
they are making for the government. No changes 
whatever were made in prices on finished steel prod- 
ucts, but the request of practically all the manufac- 
turers that prices be fixed over the entire year, instead 
of for second quarter only, was not adopted. The man- 
ufacturers showed that costs of making pig iron, semi- 
finished steel and finished steel products had gone up 
enormously during December, January and February, 
due to the railroad congestion and the cold weather. 
The War Industries Board took the position that these 
increases in cost were only temporary, brought about 
by the unusual costs, and would largely decrease with 
the return of mild weather and normal railroad condi- 
tions. The board stated that it would not be fair to 
consumers to fix prices for the entire year, and these 
were partly based on temporary high costs. 

The change in prices on pig iron and scrap are effec- 
tive from April 1, and all prices are in effect only until 
June 30. It is a matter of regret that prices were not 
fixed for the entire year, as this would have given a 
stability to the trade, which it needs. 

During the past month or more maximum prices of 
finished steel products as fixed by the government have 
not been firmly maintained. On recent government 
contracts for nuts and bolts, where large quantities of 
one size were called for, prices were materially shaded, 
and it is reported there has also been some cutting in 
prices on some finished steel products for which the 
general demand for some months has been dull, and 
the manufacturers are getting to be badly in need of 
orders. The output of pig iron, semi-finished steel and 
finished steel products is sharply increasing, and the 
record of output for March is bound to show a very 
large increase over any one month for a long time. 

The hardware jobbers report a fairly heavy volume 
of business, but on some lines affected by the war the 
volume of new trade is light. The general demand for 
building mechanics’ tools is dull and probably will be 
during this year, owing to the very large falling off in 
building operation. However, the government is a 


heavy buyer of mechanics’ tools, and this is making up 
to some extent the falling off in demand from the gen- 
eral trade. 
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The fact that the War Industries Board did not in 
crease prices on any lines of finished steel products 
probably indicates that manufacturers of small steel 
goods will not be apt to advance prices to any great 


extent. Deliveries of goods from the mills and fac- 
tories to jobbers are still holding up by the unsatis 
factory railroad conditions, but this may improve, as 
the mild weather now seems assured. Retailers are 
not inclined to buy very heavily, but are content to place 
orders only for needs that come up from day to day. 
AXES.—Owing to the shortage in steel, there is also 
a shortage in the supply of axes. Manufacturers are 
not able to get steel promptly, and this is cutting down 
their output very much. There is also a scarcity in 
labor, many axe factories not running to more than 50 
per cent of capacity. Costs have gone up very much, 
and jobbers have received notices of a probable ad- 
vance in all grades of axes to take effect about July 1. 


AUTOMOBILE ACCESSORIES.—As already noted, the 
demand for automobile accessories is not as heavy now 
as at this time last year. Many former drivers of cars 
have gone into the service and have either sold their 
cars or have them stored. The output of pleasure cars 
this year will be very much restricted, several of the 
larger makers stating they intend to cut down their 
output fully 30 per cent or more. In addition, prices on 
pleasure cars have gone up very much, ranging from 
$70 on the cheaper car to $300 or more on the higher 
priced cars. 


BoLts, NuTS AND RIvVETS.—Present discounts on 
bolts, nuts and rivets have been reaffirmed by the War 
Industries Board for the second quarter, ending June 
30. As already noted, there has been some shading 
in prices on bolts, nuts and rivets, not only on govern- 
ment orders, but on orders to the general trade as well. 
This shading in prices amounts to 5 to 7% per cent, 
depending on the order. The government is quite a 
heavy buyer of bolts, nuts and rivets, but the demand 
from the general trade for some time has been dull. 
The government discounts, reaffirmed until June 30, 
are as follows: 


Large rivets, $4.65 base; 7/16 x 6 in. smaller and shorter 
rivets, 45-10 off list. Machine bolts, h.p. nuts, % x 4 in. 
Smaller and shorter, rolled threads, 50-10 off list; cut threads, 
50-5 off list; larger and longer sizes, 40-10 off list. Machine 
bolts, ¢c.p.c. and t. nuts, *% x 4 in.: Smaller and shorter, 
10-10 off list; larger and longer, 35-5 off list. Carriage bolts, 


% x 6 in.: Smaller and shorter, rolled threads, 50-5 off list; 
cut threads, 40-10-5 off list; larger and longer sizes, 40 off 
list; lag bolts, 50-10 off list; plow bolts, Nos. 1, 2, 3, 50 off 


list; hot pressed nuts, square blank, 2.50c. per Ib. off list; 
hot pressed nuts, hexagon blank, 2.30c. per lb. off list; hot 
pressed nuts, square tapped, 2.30c. per Ib. off list; hot 
pressed nuts, hexagon tapped, 2.10c. per lb. off list; c.p.c 


and t. square and hexagon nuts, blank, 2.25c. per lb. off list: 
c.p.c. and t. square and hexagon nuts, tapped, 2.00c. per Ib 
off list. Semi-finished hexagon nuts, % in. and larger, 
60-10-10 off list; 9/16 in. and smaller, 70-5 off list; stove 
bolts, 70-10 off list; stove bolts, 2% per cent extra for bulk: 
tire bolts, 50-10-5 per cent off list. The above discounts are 
from present lists now in effect. All prices carry standard 
extras. 

CuT NAILS.—The new demand is only fair, and job- 
bers are able to get better deliveries from the mills than 
for some time. The War Industries Board has re- 
affirmed the carload price on cut nails to June 30, and 
which is $4 per keg base, f.o.b. Pittsburgh. 


We quote cut nails in carloads and larger lots at $4 bust 
per keg, f.o.b. Pittsburgh, jobbers and retailers: charging 
$4.50 to $4.75 per keg in small lots from store. 

IRON AND STEEL BARS.—The new demand for iron 
and steel bars from the mills is only fairly active. Job- 
bers are able to get better deliveries on orders than for 
some time, this being due to the improvement in the 
railroad situation. The government is still buying 
quite heavily of steel rounds for war munitions. The 
War Industries Board has reaffirmed former prices on 
iron and steel bars, and which are now in effect until 
June 30. 

The prices quoted below are for large lots of iron 
and steel bars, jobbers charging the usual advances for 
small lots from store. 


We quote steel bars rolled from old steel rails at 3c.; fro! 
steel billets, 2.90c., and refined iron bars, 3.50c., f.o.b. Pitt 
burgh. 





SHEETS.—As we predicted in our report several times, 
the War Industries Board at its meeting with the Gen- 
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eral Committee on Steel and Steei Products in Wash- 
ington, D. C., last week did not make any changes in 
prices of sheets, but which were reaffirmed until June 
30. The output of sheets is larger than for some time, 
but mills are sold ahead for three or four months. 

The prices quoted below on the different grades of 
sheets are in carload lots at mill, jobbers and retailers 
charging the usual advances for small lots. 


Maximum prices on sheets in carloads and larger lots are 
as follows: Nos. 9 and 10 blue annealed sheets at 4.25c., 
No. 28 Bessemer black, 5c., and No. 28 galvanized, 6.25c., 
rolled from either Bessemer or open hearth stock, all f.o.b. 
mill, Pittsburgh, in carloads and larger lots, actual freight 
to point of delivery added. Dealers will charge the usual 
advances for small lots from store. 


TIN PLATE.—There is no news of interest to report 
in the tin plate trade. Mills have their output sold up 
largely for 1918 delivery and are said to be operating 
at 90 per cent or more of capacity. The output of tin 
plate this year for food containers will be much the 
heaviest in any one year in the history of the tin plate 
trade. There is still an active demand for stock items 
of tin plate, and these are moving out very freely from 
warehouses of the mills and the jobbers. 


We quote coke tin plate on contracts and in small lots 
at $7.75 per base box, f.o.b. mill, Pittsburgh, effective Nov 
7, prices on all sizes of terne plates are as follows: §8-lb. 
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T HE hardware business continues to show a good 
volume of sales, but the character of these sales is 
more spotty than ever. Transportation facilities con- 
tinue to be in exceedingly poor condition, and there is 
little prospect of an increase in deliveries for some time 
to come. These transportation difficulties make it im- 
portant that the dealers anticipate as far into the fu- 
ture as possible if they expect to protect themselves 
on socks. 

One of the interesting things noticeable in retail 
stores is the tendency to reach out for lines that can 
be secured now and which can be made profitable, with 
a little exertion, to take the place of goods that cannot 
now be had. Typical of this movement is the wide- 
spread introduction of such lines as glass cooking ware. 
There are several other additions that are to be no- 
ticed in the retail stores, many of which are goods such 
as clocks, watches and the better grades of silverware 
and flatware which a few years ago most New England 
hardware men did not consider part of a normal hard- 
ware stock. 

There is a big and steady demand for razors of all 
kinds, pocket knives and shears, with very limited 
stocks in jobbers’ hands to draw upon. The situation in 
kitchen cutlery, butcher knives, etc., is a little easier, 
and stocks are in better shape. Some jobbers report a 
very good sale on pruning shears and hedge and border 
shears. The line in greatest demand at the present 
time is steel goods, and these are going to the trade 
just as fast as the manufacturers can supply them. 

Although spring is very much in evidence this week, 
there is a general disposition on the part of the re- 
tailers to hang back on purchases. This is partly due 
to the extremely high prices on some lines, together 
with a certain optimistic belief that the jobbers will 
find some way to have the stocks on hand even though 
manufacturers are having great difficulty in getting 
raw materials and are unable to ship them into New 
England even when made up because of the practically 
unceasing embargoes. Dealers who are strongly in- 
trenched financially do not appear to be following this 
method, but are buying and stocking freely upon the 
essential and staple lines. The goods which are ordi- 
narily sold to the poultry men are now going very 
slowly. From all sections of this district reports are 
coming in that there is little demand for poultry net- 
ting and that dealers are putting back into their store 
rooms incubators and brooders that they have been dis- 
playing. One large dealer in the center of a great 
poultry district states that he had sold a considerable 
number of incubators and brooders in advance of the 
Season and that these were all cancelled with the ex- 
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coating, 200-lb., $15 per package; 8-lb. coating, I. C., $15.30; 
12-lb. coating, I. C., $16.75; 15-lb. coating, I. C., $17.75; 20-Ib. 
coating, I. C., $19; 25-lb. coating, I. C., $20; 30-lb. coating. 
. C., $21; 35-lb. coating, I. C., $22: 40-lb. coating, I. C., $23 
per package, all f.o.b. Pittsburgh, freight added to point of 
delivery. 


WIRE PropucTs.—The mills have sent in bids on 30,- 
000 kegs of wire nails wanted by the Army Depart- 
ment, and which it is understood are for shipment to 
France. The War Industries Board has reaffirmed 
prices on all wire products until June 30 next. The 
demand for wire and wire nails from the general trade 
is quiet, and it is said some wire mills are operating 
to less than 50 per cent of capacity. Prices on wire 
and wire nails as reaffirmed by the War Industries 
Board to June 30 next, in carloads and larger lots, are 
as follows: 


Wire nails, $3.50 base per keg; galvanized, 1-in. and longer, 
including large-head barb roofing nails, taking an advance 
over this price of $2, and shorter than l-in., $2.50. Bright 
basic wire, $3.35 per 100 Ilb.; annealed fence wire, Nos. 6.to 
9, $3.25; galvanized wire, $3.95; galvanized barb wire and 
fence staples, $4.35; painted barb wire, $3.65; polished fence 
staples, $3.85; cement-coated nails, $3.40 base; these prices 
being subject to the usual advances for the smaller trade, 
all f.o.b. Pittsburgh, freight added to point of delivery. 
terms 60 days net, less 2 per cent off for cash in 10 days 
Discounts on woven-wire fencing are 47 per cent off list for 
carload lots, 46 per cent for 1000-rod lots and 45 per cent off 
for small lots, f.o.b. Pittsburgh 
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ception of two. The high price of feed and the govern- 
ment restriction on sales of poultry have combined to 
drive a great many of the amateur poultrymen out of 
the business. 

Reports on sales of fall and winter goods vary sur- 
prisingly. It is quite true that any class of goods 
which is now up abnormally in price is being bought 
very lightly for fall season. Certain things have moved 
freely, the advance sale being considerably more than 
last year. Among such items are sleds, horse blankets, 
oil heaters, cotton gloves and, to a lesser degree, axes. 

AxES.—While this is the off-season for axes, there 
continues to be some present demand and a fair demand 
for fall deliveries. Prices are unchanged. 


We quote from jobbers’ stocks: 


Single bit axes, $15 to $17 
a doz. ; 


double bit axes, $19 to $21 a doz. 

BoLTS AND Nuts.—The embargoes have worked to 
the detriment of bolt and nut stocks, and there is in- 
creasing difficulty in placing orders with the manu- 
facturers, as the government demand is absorbing so 
much of the product on common sizes. Prices are as 
last quoted. 

We quote from 





jobbers’ stocks: Machine bolts 
nuts, same as with H.P. nuts, less 10 per cent, plus 
finished nuts, at 50 and 10 per cent; machine bolts with 
C.T. and D. nuts, 4 x % in. and smaller, 25 per cent discount 
1% x % in. and larger, 20 per cent; with H.P. nuts, 4 x 
%4 in. and smaller, 30 per cent; 4% x % in. and larger, 25 
per cent: common carriage bolts, 6 x % in. and smaller, 
30 per cent; 44% x % in. and larger, 20 per cent; stove bolts, 
1000 lots, 60 per cent; bolt ends, 25 per cent. Semi-finished 
nuts, 9/16 in. and smaller, 60 per cent discount; % in. and 
larger, 50 and 10 per cent discount; finished case hardened 
nuts, 50 per cent; C.T. and D..or H.P. nuts, blank or tapped, 
200-Ib. kegs, list. 

BUILDING PAPERS.—There is little improvement in 
the demand for building papers, and new prices have 
made their appearance. 

We quote from jobbers’ 
felts, $3.19 per cwt. 

BUSH AND GRASS Hooks.—Handled bush hooks have 
been advanced $1 a dozen. Some grades of grass hooks 
also show material advances. 

CANT Hooks.—Cant hooks are steadily climbing in 
price, the latest advance being about 10 per cent. 

Cut Naits.—The same situation prevails in cut 
nails that has existed for several weeks. There is no 
change in prices. 

We quote from jobbers’ stocks: 
keg. 

CHAIN.—There is a steady demand for the smaller 
sizes of regular proof coil chain and stocks are ex- 
tremely low. Prices are as last quoted. 

We quote proof coil, self-colored chain from jobbers’ stocks: 
3/16 in., $16.10 per 100 Ib.; % in., $13.55; 5/16 in., $12.55; 
%& in., 7/16 in., % in., and %& in., $12. Extras unchanged. 

FILES.—No improvement is reported in stocks of files, 
and the demand continues to be heavy. 


Nicholson and 


S.F 
semi- 


with 





stocks: Nos. 1, 2 and 3 tarred 





Cut nails, $5.25 base per 


We quote from jobbers’ stocks: Black Dia- 
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mond files, 50 and 10 per cent discount; Arcade, Great West- 
ern and similar brands, 60 and 7% per cent discount; Chelsea 
hand cut files, 20 per cent discount. Extra slim taper files, 
sizes 8 x 3/16 in., 8 x % in., 8 x 5/16 in., take an advance 
of two inches over the slim list; 8 x % in. take an advance 
of one inch over the slim list. 

GuLass.—The glass situation is unchanged. 

We quote from jobbers’ stocks: Glass, single B, 80 and 10 
per cent discount; double B, 80, 10 and 5 per cent discount. 

HANDLES.—Jobbers’ stocks of handles of all kinds 
are virtually exhausted. With the government ab- 
sorbing so much of the better grades of ash, hickory, 
oak, etc., it is difficult to foresee what the situation in 
regard to handles is to be. There is no question that 
the present scarcity will prevail for some time to come. 

Hose.—The present demand for garden hose is very 
light, and there is littie disposition on the part of re- 
tailers to-day to fill stocks until the season is more 
advanced. 

We quote from jobbers’ stocks: %-in. hose, 11% gee 9%.; 
5g-in., 16; 114%, 10% and 9\%c.; %-in., 10% and 8c. 

IRoN.—While the embargo has cut down the stocks 
of iron to some extent, the situation in iron bars is 
very much bétter than in steel. 


We quote from jobbers’ stocks: Refined iron, $4.715 4 ys 
base, per 100 Ib.; hoop iron, $8.25; Norway iron, $12 
P. best iron, flats, round and square, $5.75; ovals, half pig 
half rounds and bevels, $7. 

LANTERN GLOBES.—New prices are out on lantern 


globes showing an advance of 7% per cent. 

OL GATES.—Prices on Perfection oil gates have gone 
up 50 per cent. 

Or. HEATERS.—There is a good advance sale on oil 
heaters, and most jobbers are anticipating a good 
business in them next fall. The new prices for the 
coming season, which have just been issued, show a 
somewhat higher list, with the discount remaining as 
before at 25 per cent. 

PouLtry NETTING.—The poultry netting business has 
unquestionably had a sharp setback because of the dis- 
turbed conditions in the poultry business. One jobber 
reports business as fair, but the retailers who are sell- 
ing any amount of poultry netting are few. 


We quote from jobbers’ stocks: Poultry netting, galvan- 
ized after weaving, 40 per cent discount; from factory, 45 
per ‘cent discount. 


PAINTS.—The paint season has opened up but little, 
and it will need a few weeks more of warm weather 
to demonstrate how good the season is to be. 


We quote from jobbers’ stocks: Best quality house paints, 
bright red, $2.90 a gal.; outside white, $2.65; inside white, 
gray, blue, yellow and brown, $2.45; window blind green, 
$2.30; dark red, $1.85; willow green, $1.95. Medium grade 
house paints, outside white, gray, buff and moss green, $1.55 
a gal.;’shutter green, $1.75: bright red, $1.80; blue and yel- 
low, $1.60; inside white, dark red and olive green, $1.40. 
Flat wall paint, $1.80 a gal. Black screen paint, 35c. a qt. 


RIVETS.—There is some demand for the smaller 
rivets used in industrial work, but the structural de- 
mand is very light. 
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We quote ‘from jobbers’ stocks: Norway iron rivets, 40 
per cent discount; structural rivets, 7.25c. base per lb 


ROOFING.—It is to be noticed that many dealers are 
making a window display of roofing at the present time 
and that probably some improvement in sales will re- 
sult from this effort. Jobbers report sales as being 
rather quiet. Prices reported this week are slightly 
revised from those of last week. 


We quote from jobbers’ stocks: ‘First quality roofing ; one- 
ply, $1.55 a sq.; two-ply, $1.92; three-ply, $2.28; second 
quality, one-ply, $1. 30; two-ply, $1. 67; three-ply, $2.03; third 
quality, one-ply, $1.05; two-ply, $1.39; three- ply, ‘$1. 72; 
fourth quality, one-ply, 95c.; two-ply, $1.24; three-ply, $1.52 

SasH Corp.—There is little movement in the sash 
cord business, but the prices of the cheaper grades are 
constantly stiffening. Mason’s lines, chalk lines and 
cotton clothes lines have advanced 15 per cent. 

We quote from jobbers’ stocks: Best grades of Samson 
and Silver Lake, 78c. a lb.; Silver Lake B grade, — “4c. a lb.; 


Phoenix grade, 55c. a Ib. : southern cord, 55c. a Ib. 

Saw Sets.—Another advance has been made in the 
price of Morrill saw sets of from 5 to 10 per cent. 

ScrEws.—There is little change in the screw situa- 
tion. 

We quote from jobbers’ stocks: Flat head bright screws, 
75 and 10 per cent discount; iron machine screws, 45 per 
cent.; coach screws, 40 per cent.; cap screws, 40 per cent.; 
set screws, 45 per cent. 

STEEL.—Embargoes against this district continue in 
force to such an extent that steel shipments are almost 
impossible. The result is that stocks are very low, and 
this is having a distinct effect in stiffening quotations. 
There is practically no steel for present delivery being 
sold at government prices, although quotations are 
sometimes made on the government basis. 


We quote soft steel bars from jobbers’ stocks: Flats, 
rounds and squares, 1% in. and under, $4.115 to $5 base per 
$5 lb.; rounds and squares, 2 in. and over, stock lengths, 
5.50. 

Angles and channels under 3 in., stock lengths, $4.715 
base per 100 lb.; tees, under 3 in., $5.25; tees, 3 in. and over, 


6.50. 

Cold-rolled steel, rounds up to 115/16 in. and square and 
hexagons, list plus 15 per cent. Tire oe 1% x % in. and 
larger, $5.15; thinner or narrower, $5.4 

American calking steel. full bundles, "56. 75 base, per 100 
lb.; broken bundles, $7.25. 


Tacks.—The tack situation is unchanged from the 
last report. 


We quote from jobbers’ stocks: Tacks, $11.12 base, per 
100 lb. Add to base extras as per differentials of Nov. 7, 
1917. 


WirRE CLOTH.—Business in wire cloth is only fair 
and will probably show little life until the weather 
becomes warmer. 


Black wire cloth, 12 mesh, $2.35. Black wire cloth, 14 
mesh, $2.85. Quotations on deliveries from factories are 10c. 
less than from jobbers’ stocks 


WirE NaiLs.—There is a great scarcity of wire nails, 
due largely to the embargoes, and stocks are very low. 
A few carloads are coming through, but not enough 
to create any marked improvement. 


We quote from jobbers’ stocks: Wire nails, $4.25 base, 
per keg. 


CLEVELAND 


OFFICE OF HARDWARE AGE, 
CLEVELAND, March 26, 1918. 


ENERALLY the outlook in the hardware trade 

shows an improvement over two weeks ago. The 
larger downtown retailers in Cleveland report a very 
good volume of business which is fully up to normal for 
this season of the year. In the outlying districts busi- 
ness is apparently somewhat spotty, as some dealers 
are doing a very satisfactory amount of business and 
others report sales light. 

The buying of spring goods has started in a rather 
limited way but is expected to increase now that 
warmer weather is near at hand. Garden tools have 
commenced to move, and sales of these are expected 
to be heavy. The spring housecleaning season is al- 
ready bringing out considerable business. Two lines 
of goods, builders’ hardware and paints, are quiet and 
retailers do not expect to do a heavy volume of busi- 
ness in these during the season, although a fair de- 
mand for paints for repainting houses is looked for. 

Jobbing houses have shipped out most of the spring 
goods to the country trade, although they are still hav- 
ing trouble in getting cars, and deliveries from manu- 
facturers are rather slow because of the railroad situ- 


ation. The greatest trouble in the transportation 
problem to-day is the scarcity of box cars. Jobbers 
report that they are buying freely to replenish stocks 
with the exception of builders’ hardware. 

Everything indicates a heavy volume of business by 
the country trade during the spring and summer be- 
cause of the prosperity of the farmers. City retailers 
are not as a rule buying heavily for the reason that 
they do not wish to be too much in debt for goods should 
credits be curtailed. 

BINDER TWINE.—Some time ago jobbers covered a 
large share of their trade with contracts for binder 
twine subject to prices to be named later. These prices, 
which have not been announced, are 23% c. per |b. for 
early shipment by manufacturers, and 25c. per |b. 
for warehouse shipments. The retail trade is being ad- 
vised of the prices, and many feel that the prices are 
too high and are cutting down on their orders. Jobbers 
claim that the retailers will have trouble in securing 
supplies later, that there is no prospect of lower prices, 
and that retailers will make a mistake by reducing their 
orders. 

Botts AND Nuts.—The demand for bolts and nuts 
has improved somewhat. Some of the smaller manu- 
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facturers are quoting prices about 5 per cent lower 
than the maximum prescribed by the government. 


Jobbers’ prices to the trade are as follows, small-lot buy- 
ers being charged about 5 per cent higher for bolts than 
the quotations given: Machine bolts, cut thread, small sizes, 


40 and 5 per cent off the list; large sizes, 35 and 5 off 
list; large, 25 and 5 off; stove bolts. 65 and 10 per cent off: 
nuts, hot press, square tapped, $1.90 off; hot press, square 
blank, $2.10 off; hexagon blank nuts, $1.90 off; hexagon 
tapped nuts, $1.70 off. 


CoPrFER RIVETS AND BurRs.—An advance of about 
2% per cent has been made on these goods. 

CoTTON TWINE.—The price of cotton twine has been 
advanced 4c. per lb., and No. 1 twine is now quoted by 
jobbers at 60c. per lb. 

CUTLERY.—In cutlery lines there is a very good de- 
mand for pocket knives and scissors, and jobbers are 
having trouble in keeping their stocks replenished, be- 
ing unable to get goods from manufacturers. 

EAVES TROUGH AND GUTTER Pipe.—There is a fair 
demand for eaves trough and gutter pipe for early 
shipment. Jobbers have a large volume of orders on 
their books, but deliveries by manufacturers are slow. 


FENCING AND POULTRY NETTING.—Shipments on 
fencing and poultry netting from manufacturers to 
jobbers are being delayed by embargoes, but jobbers 
generally have fair sized stocks. Some jobbing orders 
are coming from a portion of the trade which did not 
place future orders for these goods. 


FISHING TACKLE—“The High Cost of Fishing” will 
be added to the numerous other members of the “High 
Cost” family during the coming fishing season. Prices 
on snell fish hooks have been advanced about 100 per 
cent, and on ring hooks 50 per cent. All fishing tackle 
made of metal, such as spinners, bates, etc., has been 
advanced about 33 per cent 


GARDEN TOOLS.—With the few days of spring-like 
weather the demand for garden tools has started up. 
Retailers generally have good sized stocks and are look- 
ing for a large volume of business. Shipments on or- 
ders taken by jobbers some time ago have been pretty 
well cleaned up in most lines, although manufacturers 
are having trouble in supplying some lines. Hand cul- 
tivators particularly are scarce. The tool manufactur- 
ers have been delayed in getting out their output by 
the scarcity of handles, the handle manufacturers them- 
selves being away behind on deliveries because of the 
embargoes which prevented them from getting their 
timber during the winter 

Hot PLATES AND GAS RANGES.—The Odin Mfg. Co., 
Erie, Pa., has made an advance of 5 per cent on hot 
plates and gas ranges, and is taking orders now for de- 
livery up to July 1. 

LANTERN GLOBES.—One manufacturer of lantern 
globes has advised jobbers of a 5 per cent advance in 
prices. 

LAWN Mowers.—There is little activity in lawn 
mowers at present. Manufacturers are reported to be 
well sold out, but most of the trade purchased for their 
spring requirements months ago. 

LINSEED O1L.—Another advance of 5c. a gal. has been 
made in linseed oil. Manufacturers are advised that 
the government will allow no vessel capacity for ship- 
ments of flax from Argentine before July, so that there 
is little prospect of lower prices for linseed oil for 
some time. 

Jobbers quote linseed oil at $1.65 per gal. in bbl. lots. 
_ NAILS AND WiRE.—The demand for nails and wire 
+ trond moderate, and jobbers’ stocks are in fairly good 
shape. 


Jobbers’ prices for less than carload lots are as follows: 
Wire nails, $4.05 per keg: galvanized wire, $4.55 per 100 
lb.; galvanized barb wire, $4.90 per 100 lb.; No. 9 annealed 
wire, $3.80 per 100 Ib. 


PAINTS.—An advance of 25c. per gallon has been 
made in the prices of high-grade mixed paints. Sec- 
ond quality paints have been advanced l5c. per gal., 
and floor paints 10c. per gal. Jobbers now quote stand- 
ard high-grade paints in regular shades at $3.20 per 
gal. The demand is rather light, and with the high 
prices a poor season’s business in paints is looked for. 

SasH Corp.—An advance of 4c. per lb. has been made 
on cotton sash cord. 

Jobbers now quote No. 8 standard grades at 55c. per Ib. 
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ScrEws.—The demand for screws continues fairly 
active. 
We quote from jobbers’ stocks as follows: Flat head 


bright screws, 75 and 10; flat head japanned, 65, 10 and 5; 
flat head brass, 50 and 10; round head brass, 40 and 10. 


SHEETS.—The demand for sheets, which has been 
light for some time, has improved, particularly for 
galvanized sheets, and jobbers’ stocks are low. Ship- 
ments from mills are very slow because of the scarcity 
of box cars, and some of the mills are finding it neces- 
sary to make shipments in flat cars with the stock cov- 
ered to protect it from the weather. 


Jobbers’ prices to retailers are as follows: No. 28, black, 
6.35¢ per lb.; No. 10, blue annealed, 56.35c.; No. 28 galvan- 
ized, 7.60c. 


SHEET ZINc.—Sheet zinc has declined 4c. per lb., and 
is now quoted by jobbers at 19c. per lb. 

SPIKES.—The demand for small spikes continues very 
heavy, and jobbers are finding it almost impossible to 
secure shipments. 

Jobbers quote % x 2% in. spikes at $5.70 per 100 Ib. 

TIRES AND ACCESSORIES.—The demand for automobile 
tires and accessories has become fairly active. Re- 
tailers are placing in good sized stocks. .There are un- 
confirmed reports that tire prices will be advanced. 
Two of the largest makers are reported to be unable 
to supply 35 x 5-in. casings, as the government is tak- 
ing their entire output of those sizes. 

WINDow GLass.—There is a possibility of a shortage 
in window glass. Many manufacturers have used up 
all the fuel allotted them by the government and will 
not start up their plants April 1. It is stated that the 
production will be cut 50 per cent below normal, which 
it is believed will be a greater reduction than the de- 
crease in the demand. 

WIRE CLOTH.—Wire cloth shipments from manufac- 
turers are rather slow, owing to recent embargoes. 
Retailers are now anxious to get their wire cloth in 
stock as the selling season will begin shortly. 

WRINGERS.—The Lovell Wringer Co., Erie, Pa., re- 
ports orders for clothes wringers rather slow. Jobbers 
are not buying in as large volume as they usually do 
this time of year. However, a good volume of business 
is coming from manufacturers of washing machines. 


Adventures in Hardware Shopping 


(Continued from page 57) 


“How did the boy get on with his trapping last 
fall?” Parlin asked, as he rolled up the strop for me 
and put it in its box. 

“Seventeen muskrats, two minks and the worst 
smelling skunk you ever saw,” said I, “but the 
skunk was a black one, and he sold the skins yester- 
day for $39.25, and he’s buying a Liberty Bond.” 
I said this with the natural pride of a fond parent 
and I was pleased with Parlin for asking as well 
as with the boy for what he had done. 

Parlin reached into the cutlery case and put out 
on the glass a handsome big pocket hunting knife. 

As he went along to the wrapping paper counter, 
leaving me to look over the knife, he remarked: 
“Some day when you want to give the boy some- 
thing that will just about tickle him to death make 
him a present of one of those hunting knives. It 
will make a good, practical tool that will last him 
always. It will come handy a good many times 
around the automobile, too. I got hold of a few 
of those the other day that I am going to sell for 
$2.25. I see they’re getting $2.75 for them now 
in most places.” 

“Put this knife in a box and I’ll take it along 
with me,” said I. “The boy’s birthday comes in a 
couple of weeks and I’ll be all ready for it.” 

As a student of salesmanship I could see the 
wheels go around all the while I was being sold 
those extra items, but did I care? Not a bit of it. 
I got some things I wanted and I owed the merchant 
something for putting me in the way of securing 
the goods. 
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PARIS 


Patriotic Use of Space 
No. 1 (2 cols. x 7% in.). 

HIS ad, sent us by the Blakey-Clark Hardware 
Company, Ennis, Tex., shows how every hard- 
ware dealer can make a practical application 

of patriotism. Think of the cumulative force of a 


1—Boosting Uncle Sam’s Job 


WSS. 


‘WAR SAVINGS STAMPS 
§SSUED BY THE 
UNITED STATES 
GOVERNMENT 








A CALL TO EVERY 
PATRIOTIC 
AMERICAN 








Your Government expects YOU todo YOUR BIT. It will 
cost you only TWO BITS to do your first bit Weare author- 
ized agents to sel] you the 25 cent THRIFT STAMPS. 


In exchange for sixteen 25 cent Thrift Stamps and fourteen 
pennies we will give youa$i WAR SAVING STAMP, which 
earns 4 per cent interest, compounded quarterly. These War 
Savings Stamps increase in value monthly and are protected 
by your government. 


In this way, with only TWO BITS, everyone can help Uncle 
Sam win the war. Won't youdo YOUR BIT? 


A loarof 25 cents by every person in the United States will 
provide the government with 25 million dollars. 


EY-C 


ANY: 


PHONE 31 SOUTH MAIN. 


























Showing Up the Weak Spots of Cat- 
alog- House Buying — A Patriotic 
Appeal by Blakey-Clark Company— 
A Well Designed Circular —Interest- 
ing Store Paper from Kansas 


thousand such ads appearing throughout the 
country. 

War stamps constitute a proposition that is sus- 
ceptible of being placed close to the great public of 
all classes, and what better way to spread the good 
word than by the use of newspaper advertising. 

No doubt other hardware men have used 
along this line, but if you are one who hasn’t as 
yet, this Blakey-Clark ad is a good one to pattern 
after. This cut will be supplied you by your local 


War Stamp headquarters. 


ads 


Short and to the Point 


No. 2 (2 cols. x 5 in.). 


A. HARRINGTON & COMPANY, Vergennes, 
J. Vt., sent us this ad, which handles the catalog- 
house problem without gloves. There is no sentl- 
mental appeal here nor is there any reference to 
helping local institutions or boosting civic pride. 
The ad's appeal is down to the fundamental buying 
appeal: “You come here and we will serve you 
better and give you better value for your money.” 

An ad like this makes a dent on the citizen who 
is lost to argument on local pride. It touches his 
pogketbook and he pays attention. The concluding 
paragraph on credit is the last straw that breaks 
the catalog-trading habit. In other words the man 
who reads this ad is cognizant of the fact that he 
has a standing in his community but absolutely none 
in Chicago. 

We do not discourage the use of sentimental and 
civic appeals in mail-order competitive ads; some 
of the best hardware ads we have ever seen have 
been based on these appeals to local pride. But we 
do say that an ad of this type is a good ad to run 
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in with the civic-pride ads, for it reaches a certain 
lass of citizens who can be reached in no other 
vay. 


2—A body blow to catalog houses 


CatalogueHouses 


If you are going to make out an order for Hardware, expecting 
to send it to Catalogue Houses, we ask you to bring your list here 
and compare prices before you send your order in 

We claim no one can save anything in buying Hardware from 
a catalogue house. 

We have a copy of the latest prices of one of the leading Cata- 
logue Houses, aud we find, on comparing with them, that they are 
higher in price on many articles than we are, and on all staple lines 
the prices are the same, and very few: goods are priced at less than 
ours. 

If you buy here you have no freight to pay and you can see 
the goods. before you take them away, and if any are wrong, or you 
get more than you want, you can return them and not have to be 
to the expense of shipping them back. 

If you buy of Catalogue Houses yuu have to send the cash with 
the order, while we sometimes give credit to reliable customers. 

Don’t be misled by prices in a catalogue, but INVESTIGATE 
before you send your order away. 


J, A. HARRINGTON & CO, 


Very Neatly Designed 
No. 3 (8 in. « 10% in.). 


L. ROBERTS, of the firm of Roberts & 
* Phebus, Coldwater, Kan., sent us the March 
number of The Messenger, the store paper published 
by the company. Apart from being an exceptionally 
well-edited sheet, The Messenger is one of the best- 
looking store papers which comes to our desk. The 
typographical effect, as will be noted, is light and 
dainty rather than bold and heavy, and inasmuch as 
a preponderance of retail advertising matter verges 
on the heavy and bold, we especially recommend 
this light treatment for a store paper. The effect is 
secured by using outline type for the heading and 
firm signature and doing away with black display 
heads. 

There is a further advantage in using this style 
of make-up which is not apparent on glancing at 
this page and that is the contrast secured when 
heavy display ads are used. On one or two of the 
inside pages ads with heavy display effects are used 
and the contrast between the light-faced type in 
the reading columns is extremely effective. 

Mr. Roberts states that his firm has been publish- 
ing The Messenger for about two years which is 
ample proof of its effectiveness as a business getter. 
Mr. Roberts asks us for a few names of hardware 
dealers publishing store papers and we gladly sub- 
mit this partial list of publishers: 


J. G. DePrez Co., Shelbyville, Ind. 
Whitesell Hdwe. Co., Clearwater, Fla. 
Warner Hdwe. Co., Minneapolis, Minn. 
Weinhcld Bros. Hdwe. Co., Kansas City, Kan. 
Pierson Hdwe. Co., Pittsfield, Mass. 

McCue Mercantile Co., Lamar, Col. ° 

Geyer Hardware Co., Bettsville, Ohio. 

FE. Hackley, Earl Park, III. 

Orleans Hdwe. Co., Orleans, Ind. 

J. S. Radford, Newbern, Tenn. 

3rookshire Mercantile Co., Brookshire, Tex. 
Arps Hdwe. Co., Ouray, Col. 

W. S. Clark & Sons, Eureka, Cal. 

Clark & Burgess, Wibaux, Mont. 














‘oO 


A more complete list was published in HARDWARE 
AGE, issue of Nov. 29, 1917. We will shortly pub- 
lish another list taking in all the new store papers 
started within the past six or eight months. 

The strength of the retail hardware-store paper is 
shown by its low mortality rate. Manufacturers’ 
house organs come and go but the store paper sticks, 
and that is the final proof of its efficiency as a busi- 
ness getter. 

The Messenger is, on the whole, a most attractive 
paper. There is just about the correct proportion 
of display ads, and much space is given to local 
events and happenings. 

Our lone criticism is this: There does not seem 
to be any news of customers and what they buy. 
We suggest that in future issues of The Messenger 
this fault be remedied, as customer news is one of 


3—Isn’t this a neat appearing store paper? 
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the methods through which reader interest is stim- 
ulated and purchasing increased. 

If John Smith buys an all-steel churn, mention 
the fact, maybe work in a little humorous touch 
where you know the customer well, and otherwise 
show by the notice that his purchase is a big thing 
to you. 

In the list we have given you, we have specially 
selected a number of store papers whose columns 
usually contain many interesting bits of customer 
news. From these you will see exactly what we 
mean by playing up your customers and their pur- 
chases. 


A Four-page Circular Full of ‘‘Pep’’ 
No. 4 (12% in. x 19 in.) 


W. KOHL of the firm of Barlow & Seelig Com- 

* pany, Ripon, Wis., sent us an attractive four- 
page circular. You see reproduced the first page of 
the circular. Mr. Kohl uses a circular of this type 
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4—A business-getting circular 
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FORTONES IN POOLTRY THIS YEAR 


















1 Hatches a larger per- 
centage of eggs than 
any other system. 

9 Hatches larger and 
stronger chicks than 
any other system. 

3 Requires no artificial 
moisture. 

4 Has nvtural supply of 
maoisture automattr- 
ally regubated 







5 Rogulation of temper- 
ature purely automatic 
needs no watching. 

6 Equipped with inde- 
structible metal ther- 
mostat 

7 Simple automatic vep. 
tilatiqn th 



















No. 5 Incubator, 175 Eggs, $18.00. No. 6 Incubator, 120 Egg, $15.00 
No. 14, Outdoor Brooder, Capacity 200 Chicks, $1500 


Do not delay-the purchase ¢f that Incubator and brooder as we have 
a limited supply. Railroad conditions are such that you may not be 


able to get one at the time you want to use it. 
next time you are in Ripon and play safe! 


1 1 Satisfactory operation 
in freezing temperat- 
ure guaranteed, 


1 2 Not affected by chang- 
es in outside temper- 
avures. 


13 Bquipped with a sim 
ple and safe ‘foolproo! 
lamp. 







Can be og 
14 cig 
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Buy yours of us the 





















about six times a year and he wants to know wherein 
it could be bettered. 

A careful examination of the four pages fails to 
bring to light any major error in its make-up. A 
minor suggestion would be to carry the firm name 
on every page for identification purposes. 

A great wealth of stock is presented and intro- 
ductions and descriptions are exceptionally readable. 
On this page, note particularly the treatment given 
the incubator. In presenting barn equipment, the 
habits of the cow are set forth at length and in a 
most interesting manner. We are sure that many 
points are made with which dairymen are either 
unfamiliar or which have not been given sufficient 
eonsideration. 










Altogether we should say the circular is very ef- 
fective and performs its work of introducing the 
reader to the lines carried by Barlow & Seelig Com- 
pany in a highly creditable manner. 


THE ALUMINUM WARE Mre. Co., Newark, N. J., 
has been incorporated, with a capital of $1,000,000, 
by James H. Opp of Newark, George F. Braden- 
burgh of Irvington, and John E. Potter of Elmira, 
Ns Xs 

THE SCHROEDER HEADLIGHT & GENERATOR CO., 
Evansville, Ind., has been incorporated with $150,- 
000 capital stock. The directors are J. Henry 
Schroeder, Marcus S. Sonntag, William H. McCurdy, 
John D. Craft and William A. Carson. 
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No. 1715: Latest 
type of Peerless Screen 
Hanger. The angle on 
the hook and on the 
head of the eye guides 
the eye up and over 
the hook so that a 
screen may be hung 
easily and quickly from 
the inside of the build- 
ing. It is necessary 
only to set the storm 
sash in its proper 
groove in the casing, 
and, using this groove 
as a guide, to push the 
sash up. 





No. 1715: Applied to 
door. 





No. 1724: A _ light 
hanger for full size 
screens, 





No. 1725: <A half 
screen hanger. The 
hook is applied about 
half way up the frame. 





No. 1726: A screen 
fastener which locks 
the screen quickly and 
securely and can be 
used either on the side 
or the sill 








No. 1718: Schroeder Peerless Fastener—no invhes long. With this hanger screen windows 


can be quickly and easily put up and taken down. 








Peerless Screen 
Window Hangers 
and Fasteners 





T is none too early to buy screen window hangers 
I and fasteners. Flyless houses will soon become 
a popular slogan in order to conserve summer dis- 
comforts. 

For windows, outside screens, hung like storm 
sashes, are the most satisfactory for keeping out flies. 
They are interchangeable with storm sashes and can 
be hung on the same hook. They are easy to put 
up—no trouble to operate and generally satisfactory 
and economical, especially when Peerless Screen 


Window Hangers and Fasteners are used. 


Peerless Hangers and Fasteners are well known, 
easy to sell and strongly made. They are finished 
in Japan or Stanley Sherardized and packed with 
screws. 


We would suggest that you make up your spring 
order now for these goods and give your jobber a 
safe margin of time to get them to you before your 
demand begins. 








The Stanley Works 


New Britain, Conn., U.S. A. 


NEW YORK CHICAGO 
100 Lafayette Street 73 East Lake Street 


Manufacturers of Wrought Bronze and Wrought Steel Hinges 
and Butts of all kinds, including Stanley Ball Bearing Butts 
Also Pulls, Brackets, Chest Handles, Peerless Storm Sash 
Hangers and Fasteners; Screen Window and Blind Trimmings 
Twinrold Box Strapping, and Cold Rolled Stripped Steel. 


Stanley Garage Hardware is adaptable for factory and mill use. 

















Another style of Peerless Screen Fasteners 





No. 1716 
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Heavy 


Wrought Steel Hanger 


sash firmly 


it from rattling 


No. 1727: 


window 





No. 1727 
screws in @e 


fasten the 
the screen 
driven into 


to support 
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preventing 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


‘‘Dumore Junior’’ Grinder 


The Wisconsin Electric Company, 
Racine, Wis., has recently brought out 
the “Dumore Junior” grinder, de- 
signed to do either external or in- 
ternal grinding, and as the high speed 
of the motor is: 20,000 r.p.m. very 
small wheels are given the correct 





“Dumore Junior” grinder 


surface speed. By dynamically bal- 
ancing the armature of the motor all 
vibration is eliminated. 

It is stated that this tool was pri- 
marily gotten out for the small ma- 
chine shops, tool making establish- 
ments, garages, etc., who do not care 
to invest in a larger or more ex- 
pensive grinder. Prices and _ litera- 
ture will be sent to dealers upon re- 
quest. 


‘Submarine’ Washing 
Machine 


The Superior Machine Co. of Ster- 
ling, Ill., has recently placed on the 
rmarket a new line of washing ma- 
chines known as the “Submarine” 
line made up in all types and styles 
suitable for every home laundry pur- 
pose. The machines have no belts nor 
chains, with the exception of a belt- 
drive on the electrics, and the mechan- 
ism is all placed underneath the steel 
frame. The tubs are 2 in. larger in 
diameter than most ordinary tubs. 

Simplicity was the keynote in de- 
signing the “Submarine” line, as can 




















Model D-1 “Submarine” washing machine 


be seen in the model D-1 illustrated. 
This model has a single working tub 


with a platform and folding rack 
which will accommodate three extra 
tubs, or, as generally used, the rinse 
tub, bluing tub and basket. The 
wringer swings around into four dif- 
ferent positions (as well as on all 
other “Submarine” machines), and 
wrings in either direction. A 10-in. 
flat face pulley is furnished with this 
machine, all ready to attach to the 
belt power. 

The electric “Submarine” washers 
are equipped with a 4 hp. motor, 
having a 10-ft. cord and plug all ready 
to attach to an electric light socket. 

The company has just issued a very 
attractive catalog covering this entire 
line, a copy of which will be mailed to 
dealers interested upon request. 


Strainer Stand and Bag 


J. B. Timberlake & Sons, Jackson, 
Mich., are making a strainer stand 
and bag, listed as No. 745. It is a 
most practical and convenient device, 
and the bag is instantly removable 
for cleaning. This bag has a separate 
wire ring in the top and is made from 
just the right grade of cotton cloth 
(not cheesecloth) to produce the high- 





Timberlake strainer stand and bag 


est qualities of jellies, etc. The bags 
are liberal in size, measuring 7 in. 
in diameter and 12 in. deep. The 
stands are 18 in. tall with a 12-in. bot- 
tom ring, and are made from No. 6 
steel wire. The stands and bags nest 
closely for stock or shipping. They 
sell for $3.50 per dozen, complete with 
bags. 


‘‘Dandy” Fruit Press 


The New’ Standard Hardware 
Works, Mt. Joy, Pa., is featuring its 
No. 21 “Dandy” fruit press, which is 
made only in one size. An outside 
shell or skirt prevents the juices from 
squirting and also affords a means for 
attaching a bag; in this way juices 
can be given a second straining. The 
table clamp, which is very rigid, is 
cast integral with the skirt. Because 
the press can be attached to the table 


by this clamp one hand need only be 
utilized in working the press and 
greater power may be exerted by the 
additional leverage given. Deep 
notches in the skirt, for finger space, 
allows the perforated cup to be re- 
moved quickly for refilling. The cup 





No. 21 Standard “Dandy” fruit press 


is made of heavy tinplate, and the en- 
tire press is retinned, presenting a 
handsome appearance, giving dura- 
bility and long service. The fruit 
press sells for $18 per dozen. 


Standard Bicycle Horn 


The Standard Metal Mfg. Company, 
Chestnut, Jefferson and Malvern 
Streets, Newark, N. J., has recently 
brought out a new Standard bicycle 
horn, hand-operated, which is noted 
for its simplicity in construction. It 
is well and substantially built and 





Standard bicycle horn 


guaranteed against any defects in 
material and workmanship. 

The bicycle horn is made with 4 
small projector which adds consider- 
ably to its appearance as well as to 
the sound of the device. It is equipped 
with a combination bracket to fit 
either the extension bar on the handle 
bar or the cross bar. The horn, which 
is finished in black, sells at $1.50. 
Trade prices and literature showing 
this company’s broad line of bicycles 
motorcycle and automobile accessories 
may be obtained by addressing the 
above company. 


Electric House Pump 


The Mast, Foos & Co., Springfield, 
Ohio, have recently placed on the 
market the “Buckeye” electric hous 
pump for cisterns and shallow wells, 
which can be operated by electric cur 


Reading matter continues on page 80 
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LEST YOU FORGET 


hardware trade which we do not mention frequently in these pages. 
You'll find them and other interesting specialties in your R-W Gen- 
eral catalog. 


R-W Products Embody Real Worth 


Uncle Sam 
buys these jacks 
by the carload 
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R-W Connecting Plates for coupling screens, 
sash, partitions, etc. No. 193 flat; No. 293 
right angle. 


PLE, 





R-W No. 428 Wagon Jack. All Steel. 
Four sizes. Lifts 214”. Adjustable for 
any axle. Powerful. 





R-W No. 340 Tackle Block and Wire Stretcher. Two 
sizes. Convenient. Efficient. 





R-W No. 91 Steel Packer’s Hatchet. —— 
One of four styles of R-W Steel Hatchets. 
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R-W No. 110 Steel Foot Scraper. One ~~ 
of five styles of R-W Steel Scrapers. | 


INSERT THIS SIDE UP, ‘| 
a ~ 












R-W No. 338 Universal Toggle Bolt. 


For fastening fixtures to hollow walls. R-W No. 731 Woven Wire Fence Stretcher and Hoist. 
Strong—convenient—simple. Many practical uses. Exceptionally strong. 
he RW line 
Sliding Door Equipment 
Barns 
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Mounted Grindetones LOS ANGELES BOSTON 
Overhead Carriers NEW YORK Richards-Wilcox Canadian Co,Ltd.London ,Ont. ST.LOUIS 
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“A hanger for any door that slides” 











We call your attention to some R-W products of value to the’ 
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rent from city or trolley lines or from 
a farm lighting and power system. 
The “Buckeye” pump is controlled 
by an automatic switch, and being 
provided with large oil pickets for all 
bearings, requires practically no at- 
tention. The driving mechanism is 





“Buckeye” electric house pump 


totally enclosed and runs in grease 
with felt washers to prevent the 
grease escaping or dirt getting into 
the bearings. Roller bearings of a 
special type are used, insuring easy 
starting, the minimum amount of 
power for operation, perfect align- 
ment and durability. 

The outfit has a capacity of 180 
gallons per hour, which is said to be 
sufficient for supplying all the water 
that would be required for the bath- 
room, kitchen and laundry of an ordi- 
nary dwelling. It is equipped with 
an air chamber and vacuum chamber 
to prevent water hammer and insure 
a steady flow of water. The valves 
are faced with rubber to eliminate 
any noise in operation. 

Very small floor space is required 
for this outfit owing to the pump 
being of the vertical type of con- 
struction, with the motor and driving 
mechanism directly above the pump 
proper and well off the floor, where 
moisture might accumulate. 

Illustrated literature and prices will 
be sent to dealers upon request. 


New Gilbert Toys 


The A. C. Gilbert Company, New 
Haven, Conn., has added several new 
numbers to its extensive line of toys, 
including the Gilbert machine gun, the 
diving submarine and the tumbling 
clowns. 

The Gilbert machine gun has a steel 
barrel, and is modelled after the real 
gun which is playing an important 
part in the present war. It is well 





finished in gray and black enamel with 
nickel plated metal parts, and has the 
following features: Detachable maga- 





Gilbert machine gun 


zine clip for 12 cartridges, steel bar- 
rel, stock, firing crank, automatic 
traverse elevation, elevation crank, 
full circle swivel, forelegs and trail. 

It is packed in an attractive board 
box with a realistic war scene design 
and retails for $3.25 each. 

The Gilbert diving submarine is 
very realistically designed with a 
steel] hull, finished in battleship gray, 





Gilbert diving submarine 


with a _ periscope, tower, propeller, 
torpedo, etc. It will ride on the sur- 
face or dive and run under water 


identically like a real submarine. It 
is claimed to be non-sinkable, and al- 
ways rises to the surface at the end 
of its journey. It retails for $1.50 
each. 

The Gilbert tumbling clowns are 
unique and novel. They are made of 
metal and the clowns are brightly 





Gilbert tumbling clowns 


lithographed in attractive colors. A 
slight push starts them tumbling over 
one another, with the bells attached 
adding to the interest considerably. 
The toy retails at $1.50 each. A very 
interesting and attractive catalog cov- 
ering this company’s line of toys will 
be mailed to dealers interested upon 
request. 


Gas Furnace Burner 


The Ironton Incandescent Light & 
Supply Co., Ironton, Ohio, has brought 
out a new gas furnace burner for hot 
air, hot water and steam boiler heat- 
ing, which it is claimed will eliminate 
the difficulties often experienced with 
this class of heating. 

It is constructed with a_ special 
brick, which deflects the heat directly 
against the fire pot walls, causing it 
to follow them closely to the top, and 
by impringing the flames against the 
flange on the brick complete com- 


Reading matter continues on page 82 
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bustion and the hottest fire is secured. 
All the draft to the center of the fire- 
pot that is on the outside is cut off 
by the asbestos board being placed 
over the grate bars. By this method 
a vacuum is made of the center of the 





Ironton gas furnace burner 


fire-box, which causes the heat to fol- 
low the walls to the top. 

The installation of the Ironton fur- 
nace burner is very simple; an ordi- 
nary mechanic can set one in good 
order in a very short time. 

The company has just gotten out 
some illustrated literature showing 
its line of gas stoves and ranges, are 
lamps and gas lighting appliances, 
burners, etc., which will be mailed to 
dealers upon request. 


‘‘Corco”’ Garbage Can 


The Whitaker-Glessner Company 
of Wheeling, W. Va., is manufactur- 
ing the “Corco” dog-proof garbage 
cans, designed with handles and 
covers which are joined for life. A 
deep swedge on the inside of cover 
acts as a lock when the cover is forced 





“Corco”’ dog-proof garbage can 


down over the rim of the can. The 
rim snaps into the swedge and while 
making a dog-proof, odorless can, the 
cover does not fit so tightly that it 
cannot be removed simply and easily 
when necesscary to fill, empty or 
wash the can. 

The lugs or ears for the bails are 
of the folded type, which gives them 
extra strength, and are electrically 
spot-welded to the sides of the garb- 
age can. The bail is a heavy, rigid 
rod of galvanized steel. 

The completed can is hot galvanized 
in pure molten zinc, inside and out, 
and it emerges from the pot with a 
bright and spotless spangled coat, 
sound and leak-proof, ready for hard 
service. 

The cans are made in four sizes, 
namely, 1, 2, 3 and 4, which have 4 
capacity of 4%, 6%, 8% and 10% 
gallons respectively. [Illustrated lit- 
erature and prices will be sent to 
dealers upon request. 
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DEALERS ! 
Your Afvention Please 


YOUR ABILITY TO FURNISH THIS CONVENIENT OUTFIT IS 
APPRECIATED BY CARPENTERS, CONTRACTORS AND BUILDERS 


No. 08000 COMBINATION 
SLIDING DOOR FIXTURES 








Consisting of one No. 35 Latch, one No. 59 Stay Roller, one No. 163 Pull and one No. 173 Binder 


Packed One Set to a Carton, Complete with Screws Ready to Apply 


FOR THE PROPER EQUIPMENT OF ANY SLIDING 
DOOR — AND SOLD AT GOOD PROFIT FOR YOU 







KNOW ALL “a THE MARK OF 
BUILDERS MECHANICAL 
HARDWARE SUPERIORITY 


BY THIS => z 


): GARAGE DOOR HARDWARE 


FIRE-DOOR HARDWARE 
OVERHEAD CARRIERS 
HARDWARE SPECIALTIES 


SPRING HINGES, 
ROLLING LADDERS 


> 
OTN 


A Copy of our Big General Catalog No. 85 Gladly Sent on Request 


ALLITH-PROUTY CO., DANVILLE, ILLINOIS, U. S. A. 


CHICAGO NEW YORK PHILADELPHIA BOSTON LOS ANGELES SAN FRANCISCO 





ASHLAND, ALA.—The stock of the Talladega Hardware 
Company, consisting of a line of automobile accessories, base- 
ball goods, children’s vehicles, cutlery, fishing tackle, me- 
chanics’ tools, shelf hardware, electrical household specialties, 
builders’ hardware, sporting goods, silverware, paints, oils, 
varnishes and glass, has been sold to the Farmers’ Hardware 
Company, who will continue the business, wholesale and re- 
tail, without any change in the firm name. 

PrREscoTT, ARK.—The McDaniel Hardware Compan'y has 
changed its name to the Nevada County Hardware Company. 

CANTON, ILL.—The F. M. Mosher hardware store, which 
was recently damaged by fire, has reopened, carrying a com- 
plete stock of the following, on which catalogs are requested: 
Automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, lubricating oils, me- 


chanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 


chines, shelf hardware, silverware, sporting goods, tin shop, 
toys, games, wagons, buggies and washing machines. 


GALESBURG, ILL.—J. G. W. Dopp has remodeled his store 


at Main and Seminary Streets. New ceiling and fixtures 
will be installed, and the store space greatly enlarged. A 
modern glass front will be put in and a stock of electrical 


washing machines, pipeless furnaces, etc., added. The al- 
terations will be completed by April 1, and catalogs are re- 
quested on the following: Automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, cutlery, dog collars, electrical 
household specialties, fishing tackle, furnaces, galvanized and 
tin sheets, hammocks and tents, heating stoves, heavy hard- 
ware, lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refrigera- 
tors, shelf hardware, silverware, sporting goods, tin shop, 
toys, games and washing machines. 

PEARL City, ILL.—Hiram Love has succeeded C. F. Kuhl- 
meier in the implement business. 

EDINBURG, IND.—W. J. Morris has disposed of his stock 
to J. F. Bowman. 3 

AUDUBON, Iowa.—Martin Scott has commenced business 
here, carrying a complete stock of implements, on which he 
requests catalogs 


BRIGHTON, Ilowa.—W. E. Hoch has taken over the stock 
of H. F. White. The new owner requests catalogs on hard- 
ware. 

FENTON, lowa.—Fink & Mosher have disposed of their 
stock of hardware to W. E. Stoeber. 

GERMANIA, Iowa.—H. H. Furst has bought the stock of 


belting and packing, crockery and glassware, electrical house- 
hold specialties, mechanics’ tools, washing machines, fishing 
tackle, builders’ hardware, ete., of W. Ley. 

Murray, Iowa.—The’ North Side implement 
been sold to D. M. Hamilton. 

Swea City, Iowa.—Johnson & Adams are purchasers of 
the R. R. Stockman & Son stock, comprising bathroom fix- 
tures, cutlery, heavy hardware, mechanics’ tools, washing 
machines, etc. The store is being remodeled and new steel 
ceilings and walls installed. Catalogs requested covering 
plumbing material and builders’ hardware. 

Tipton, Iowa.—The Tipton Hardware Company recently 
held a meeting at which the following officers were elected: 
Charles W. Edwards, president; H. H. Rath, vice-president ; 
R. M. Pattison, secretary and treasurer, and R. M. Gregg, 
manager. ; 

DIGHTON, Kan.—The Wilson Lumber Company has 
chased the Bell hardware stock, and requests catalogs. 

MULBERRY, KAn.—R. T. Shaffer has become manager of the 
Mulberry Hardware Company. Catalogs requested on auto- 
mobile accessories, baseball goods, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dog collars, 
fishing tackle, furniture department, galvanized and tin sheets, 
hammocks and tents, harness, heating stoves, home barbers’ 
supplies, iron beds, kitchen cabinets, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, toys, games, wagons, buggies 
and washing machines, 

CLARKSTON, Micu.—Hill & Walter have disposed of their 
stock to Frank Howland. 

BuRTRUM, MINN.—The Burtrum Hardware Company has 
been incorporated with a capital stock of $25,000 to deal in 
automobile accessories, baseball goods, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
churns, cream separators, cutlery, dairy supplies, dynamite, 
fishing tackle, furnaces, furniture department, galvanized 
and tin sheets, hammocks and tents, harness, heating stoves, 


business has 


pur- 
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iron beds, kitchen housefurnishings, lubri- 


heavy hardware, 
cating oils, mechanics’ tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, ranges and cook stoves, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 


The incorporators are 
Babcock and Frederick R. 


washing machines. 
Charles M. 


toys, games and 
Gustav C. Persons, 
Burrell. 

Fosston, MINN.—The Hillestad Hardware Company, which 
recently purchased the John Hillestad stock, requests cata- 
logs on automobile accessories, baseball goods, bathroom fix- 
tures, belting and packing, bicycles, buggy whips, builders’ 
hardware, children’s vehicles, churns, cream separators, cut- 
lery, dairy supplies, dog collars, dynamite, fishing tackle, fur- 
naces, galvanized and tin sheets, hammocks and tents, har- 
ness, heating stoves, heavy hardware, kitchen cabinets, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, poul- 
try supplies, pumps, ranges and cook stoves, sewing machines, 
shelf hardware, silverware, sporting goods, tin shop, toys, 
games and washing machines. 

MoTLEY, MINN.—Broberg Bros. are now in possession of 
the hardware store formerly conducted by V. Lockwood. 

PRESTON, MINN.—H. O. Ebert has purchased his brother’s 
interest in the hardware business here. New floor show cases 
and revolving nail bins have been added, and catalogs are 
requested on the following: Automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, churns, cutlery, 
dairy supplies, dog collars, dynamite, electrical household spe- 
cialties, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, hammocks and tents, heating stoves, heavy 
hardware, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing departinent, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop and washing machines. 

THREE RIVER FALLS, MINN.—C. Gustafson & Son have 
bought the Prichard Company implement stock. 

WHITE BEAR, MINN.—E. J. Lindquist is purchaser of the 
stock of the F. E. Lindgren. 

WINONA, MINN.—Arthur Mueller has opened a store at 161 
Walnut Street, dealing in belting and packing, cream sep- 
arators, gasoline engines, heavy farm implements, lubricating 
oils, wagons and buggies and washing machines. 

BAKER, Mont.—The Baker Hardware Company has estab- 
lished itself in business here, with P. E. Hubbard as man- 
ager. Catalogs requested. 

BENKELMAN, NEB.—W. 
L. & S. Larimore. 

IMPERIAL, NeEB.—C. N. Cottrell has recently suffered a fire 
loss. 

OGDENSBURG, N. Y.—The Payne Hardware Company, Inc., 
which operates a branch store at Massena, has started in 
business here with a stock of automobile accessories, baseball 
goods, bathroom fixtures, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, cutlery, dog 
collars, electrical household specialties, fishing tackle, fur- 
naces, galvanized and tin sheets, heating stoves, heavy hard- 
ware, home barbers’ supplies, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing department, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, sport- 
ing goods, tin shop, toys, games and washing machines, on 
which catalogs are requested. The concern does both a 
wholesale and retail business, but principally retail. 

Jessiz, N. D.—Graham McCulloch has started in business 
here. 

Minot, N. D.—C. H. Withers & Co. have opened a hard- 
ware store here. Automobile accessories, cream separators, 
etc., will be included in their stock. 

KENMORE, OHI0.—The G. L. Cook & Son Company has been 
incorporated to deal in automobile accessories, baseball goods, 
bathroom fixtures, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, cutlery, dog collars, elec- 
trical household specialties, fishing tackle, galvanized and tin 
sheets, heating stoves, heavy hardware, linoleum, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware and washing machines. The 
capital stock is $10,000. G. L. Cook, W. L. Cook, Ray E 
Morton, Bessie Morton and F. W. Armstrong are the in- 
corporators. 

GRACEMONT, OKLA.—The hardware store 
Sons has been sold to C. E. Bair. 

LINDSAY, OKLA.—The partnership existing between John 
Lynch and N. W. Lynch, under the firm name of the Lynch 
Bros. Hardware Company has been dissolved. The business 
will be continued by the Lynch Hardware Company. 

NorMAN, OKLA.—J. C. Minteer, E. R. and E. D. Minteer 
have become partners in the hardware business under the 
title of the Minteer Hardware Company. 

NORMAN, OKLA.—The J. Nelson stock has been sold. 
baun & Mathews are the purchasers. 

NEWCASTLE, Pa.—The Cripps & McNab Company of West 
Washington Street has been incorporated by Charles lL. 
Cripps, Lake S. McNab and Harry T. Lee. The capital stock 
is $15,000. 


R. Barger has sold his stock to 


of Gassaway & 


Oren- 
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Remington Gasoline System 


The Remington Mfg. Company, 1144 
Real Estate Trust Building, Phila- 
delphia, Pa., has introduced the Rem- 
ington gasoline system for Ford cars, 
which saves gasoline, gives more 
power, provides a foot accelerator, in- 
sures perfect control and gives the 
operator that ease of operation which 
is one of the strongest features of a 
high-priced car. 

It is stated that in running a car 
at ten miles or over with the Rem- 
ington gasoline system, it is possible 
to utilize a mixture of one of gaso- 
line to twelve of air, not only with 
immense economy of gas, but with a 
greatly increased power. The gaso- 





Remington gasoline system for Fords 


line system affords a method of di- 
luting the over-rich mixtures of the 
Ford carburetors without the neces- 
sity of constant adjustment. 

The system sells for $7.50 com- 
plete, and is easily and quickly in- 
stalled without cutting the floor- 
board. It is sold with a thirty-day- 
money-back guarantee. Illustrated 
literature will be sent to dealers upon 
request. 


Culver-Stearns Cabinet 


The Culver-Stearns Mfg. Company, 
Worcester, Mass., has just brought 
out a new display cabinet which acts 
as a “silent salesman” for the dealer. 
It takes up little room and is very at- 
tractive in appearance. The cover of 
the cabinet clearly illustrates the as- 
sortment which is stored inside of it. 


Catalogue numbers and selling prices 
are clearly marked and the cabinet 








Culver-Stearns cabinet 


also has a locking device. This cabi- 
net is given gratis with the company’s 
standard assortment of fittings which 
list at $34. 

Further particulars will be sub- 
mitted to dealers upon request. 


Ribbed Tread Tire 


The Hawkeye Tire & Rubber Co., 
of Des Moines, Iowa, has lately fea- 
tured a new ribbed tire which carries 
the usual guarantee of Hawkeye tires 





Hawkeye ribbed tread tire 


of 6000 miles. The company, which 
is in its infancy, is at present manu- 
facturing 300 tires per day, and ex- 
pects to turn out 450 per day before 
very long. 

Literature and prices will be sub- 
mitted to dealers upon request. 


Ford Brake Shoes 


The Humboldt Machine & Stamp- 
ing Company of Long Island City, 
N. Y., is featuring the Humboldt 
pressed steel brake-shoes for Ford 
cars. It is made of one piece of the 


best grade of steel, and by reason of 
its flexibility it permits the shoe to 
form itself to the drum, increasing 
the efficiency of the brakes 100 per 
cent, it is claimed. 

The brake-shoe creates even fric- 
tion to every inch of the lining with 
consequent uniform wear. It cannot 
slip, break or warp, and the lining 

















Humboldt pressed steel brake shoe for 
Fords 


can be replaced in a few minutes when 
worn. It is stated that one set of 
linings will last from 10,000 to 25,000 
miles and the brakes will last as long 
as the car. The brake-shoes fit all 
Ford tires, from the 1909 model to 
and including the 1918 design. They 
are guaranteed to give entire satis- 
faction and are easily applied. The 
brake-shoes are packed in cartons con- 
taining 25 sets, ready for shipment, 
each set packed in an individual box 
and selling at $2 per set of two. Il- 
lustrated literature will be mailed to 
dealers upon request. 


Ford Curtain Lights 


The Powers Mfg. Company, Water- 
loo, Iowa, has brought out its No. 40 
Powers replace rear curtain lights for 
any model Ford car from the 1910 
design up to and including the 1916 
model, which are made of heavy cleat 
transparent celluloid. ; 

To replace broken curtain lights 2 
back of the Ford top it is only neces 
sary to loosen the top enough to get 
some slack in the back curtain, and 
attach the “Powers” with the fast 


Reading matter continues on page 86 
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Polar Cub 
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Ads. that will 
bring sales 
to your store 


getter seeety oon 


REG U.S. PAT OFF 


Electric Fan 


Now is the time to get your order in for Polar Cub Electric Fans. These are war times, with 
shortage of material, shortage of labor and delayed freight and express deliveries. The dealer who 
wants to have his fans when the demand comes should not delay ordering another day. 


The 1918 Polar Cub is even better than the fan 
that sold by hundreds of thousands during those 1918 Features 


sweltering days last summer. It's the biggest fan 


value in the market—a fan which can be retailed at Motor beautifully nickel-plated. Blade, black 


a price within the reach of all your customers. It's japanned. Mica-filled Commutator. Two-Speeds- 
the tan for big sales and good profits. and-Stop. Die-Cast Frame. Bearings are integral 

part of die casting. Cannot get out of alignment. 
en" bards couse hd ~ a of ame 1918 Polar Fan adjustable to any angle. Equipped with 8-ft 

», Which will be advertised again this year in i 

great national publications reaching millions of Cord ane Plug. Many other larger: ‘ ‘ 
readers. This advertising will mean many sales fot All the Exclusive features above for retail price of 
the dealer who has the Polar Cub in his window. $5.85 on the 6-inch fan. Larger size, 9-inch, with 

same exclusive features—only langer motor, retail 


price $8.50. 
Dealer Helps 

Again this year we will supply dealers, free of 
charge, with some exceptionally attractive sales 
helps for their windows and store. This advertis- 
ing material will help link .your store with the big 
Polar Cub advertisements in the magazines and 
thus increase your fan sales. 


The A. C. Gilbert Co. 


400 Blatchley Ave., New Haven, Conn’ 


In Canada: 
The A. C. Gilbert-Menzies Co., Ltd. 
Toronto, Ontario 
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eners which are furnished. The edges 
are bound with gimp to match the 
curtain. If desired, they can be sewed 


No. 40 Powers curtain light for Fords 


into the curtain with an ordinary sew- 
ing machine. The No. 40 curtain light 
is designed with a reinforcement in 
the center. The company has also 
brought out a No. 42 rear curtain 
light for the 1917, Ford, in addition 
to other sizes for Ford side curtains 
as well as for other cars. 

Another feature which the company 
has introduced is the Powers tool roll, 
which is made of heavy brown water- 
proofed duck, that will keep tools ab- 


Powers water-proofed tool roll 


solutely dry and clean. It is designed 
with sewed pockets for every size 
tool used, in addition to a long strap. 
This tool roll is made first class in 
every respect, and is sold in three 
sizes to hold 14, 20 and 28 tools re- 
spectively. An illustrated catalog will 
be sent to dealers upon request. 


New Osgood Lens 


The Osgood Lens & Supply Com- 
pany, 2007 South Michigan Boulevard, 
Chicago, IIll., has brought out another 
Osgood lens, which is designed with 
a series of twelve graduated prisms 
in addition to two vertical prisms. 
The horizontal prisms act as a shut- 
ter which bends the rays to the cen- 
ter of the lens. The prisms from the 
center increase in width, which tend 














New Osgood lens 


to throw the rays on the ground. The 
vertical prisms gather the rays, di- 
recting them to the center. The light 
on the ground makes a fan-shaped 
beam one-third of a mile long, and 
increases the road light 74 per cent, 
it is claimed. 


The lenses are made in sizes from 


6% to 11 in. ranging in price from 
$2.90 to $4.50 per pair. They are 
guaranteed against defects in work- 
manship and material. Illustrated 
literature will be sent to dealers upon 
request. 


Speedmeters for Ford Cars 


The Van Sicklen Company, Elgin, 
Ill., is manufacturing a speedmeter 
for every Ford requirement. All of 
these speedometers are identical in 
construction. 

The keynote of these instruments 
is the simplicity of their design. They 
are not affected in operation by cli- 


For the Ford roadster or touring car 


For the Ford coupe 


For the Ford sedan 


matic changes, and vibration of the 
most violent sort, it is claimed, will, 
cause no fluctuation in its speed indi- 
cation. Each instrument is thoroughly 
tested before leaving the factory, and 
is guaranteed to give satisfaction in 
every way. The illustrations show 
the speedmeters equipped complete 
for the Ford roadster or touring car, 
coupe and sedan. Prices and _illus- 
trated literature will be mailed to 
dealers upon request. 


‘*Peerless’”> Window Display 


The Columbus Varnish Company, 
Columbus, Ohio, has recently designed 
a very attractive window display fea- 














Attractive window display of the “Peer- 
less” line of automobile specialties 
turing its “Peerless” line of automo- 
bile specialties. This display, which 
is illustrated here, is sent gratis to 

all dealers selling this line. 


Automobile Encyclopedia 


The seventh edition of Dyke’s “Auto- 
mobile and Gasoline Encyclopedia” has 
recently been published containing 915 
pages, 3500 illustrations and 6200 
lines of index. This book, which is 
an automobile instructor, has been en- 
tirely revised and enlarged, and has 
been brought up-to-date with many 
new illustrations. Under the carbure- 
tion subject, the “pilot tube” or “plain 
tube” principle is clearly explained, 
also such subjects as “hot-spot” car- 
buretion heating of the mixture, heat- 
ing of the air, kerosene as a fuel, etc., 


Hardware Age 


with many’ new and simplified illus- 
trations. 

The repair subject, including the re- 
pairing of all parts of the engine and 
car, has been improved with addi- 
tional illustrations, and many new 
features, such as repairing tops, 
radiators, fenders, batteries, tires, etc, 
Other new topics cover trucks, trac- 
tors, motorcycles, airplanes, etc. The 
book sells for $3.50 and may be ob- 
tained from U. P. C. Book Company, 
Inc., 249 West Thirty-ninth Street, 
New York City. 


Rim Contractor-Expander 


The Fish-Best Company, 730 Lum- 
ber Exchange, Chicago, IIl., is market- 
ing its No. 5 Best rim contractor- 














“Best” contractor-expander 


expander, which enables any car 
owner to easily and quickly change 
tires while on the road. All that is 
necessary is to clamp the tool on the 
rim, twist the buckle to expand or 
contract, and the tire may be quickly 
removed and another replaced. 

The company also manufactures 
the Best valve lifter, a simple device 
made for removing pins, to clean 
valves. It is as handy as a pair of 
pliers. The ring holds the spring up 
while the valve is removed. This de- 
vice can be used on nearly all cars, 
and is especially adapted for Fords. 
The valve lifter is made of malleable 
iron, unbreakable, and sells for 60 
cents. Illustrated literature will be 
sent to dealers upon request. 


New Woodworth Lens 


The Woodworth Corporation, Niag- 
ara Falls, N. Y., has introduced a 
clear light lens for automobile head- 
lights, especially designed to prevent 
glare without absorbing the light; it 
directs its rays just where they are 
most required. The upper half of the 
lens is so designed that it throws the 
light to the sides of the road and the 
lower half is designed to throw the 
rays down on the road itself. 

Illustrated literature and prices will 
be sent to dealers upon request. 


New Woodworth 











